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“More Pliable— Greater Strength 
and Durability’ read Mr- 
Coleman’s letter. Horse Head 
Zinc is easy to work—and 
installations are permanent 


The home of the New York Giants, where more than two thousand 
feet of Horse Head Zinc leaders, elbows and drain boxes are in use. 


Leaders and Gutters of Horse Head Zinc 


are made in all standard shapes and sizes 
and distributed by the following fabricators: 


DAVID LUPTON’S SONS CO. ‘ ° Philadelphia, Pa. 
The J. M. & L. A. OSBORN CO. Cleveland, Ohio - Buffalo, 
New York 

KLAUER MANUFACTURING CO. ° - Dubuque, Ia. 
HOLBROOK, MERRILL & STETSON . San Francisco 
Oakland and Los Angeles, Cal. 


SHEET METAL MANUFACTURING CO., INC. 
Brooklyn, N. Y. 


The New Jersey Zinc Company 
160 Front Street, New York City 




















Sel! the one furnace that produces Hard Coal and 
Coke results from ordinary Soft Ca Lerman, 





The Famous 


eit] 7 


GAS AND SOOT 
CONSUMING 


Fire Pot 














This Exclusive Patented Weir construction 
provides Highest Heating Efficiency 
and Greatest Fuel Economy 
Sewanee that when you talk about this feature of the Weir to your 


customers you are not merely pointing out a “selling feature’ or “‘talking 
point” but rather emphasizing an important part of Weir construction. 











The Weir Fire Pot is distinctly and exclusively a Weir idea and it was de- 
veloped for the purpose of burning soft coal successfully. 





Soft coal burning makes the Weir an economical heating plant—Weir con- 
struction makes it a highly efficient heating plant. 





Secure additional warm air heating business by emphasizing these unequaled 
merits of the Weir. 















Write for your WEIR Book 
copy of the a Z of Facts 
SheMEYER FURNACE 


Peoria-Illinois 





leel 


 Hirmace 
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3 wr ais. 5, for Good Homes 


SUALLY home-buyers know little about 

the relative merits of the elbows used 

on a house. When they are shown, however, 

that long-wearing, rust-resisting elbows are 

essential to the economy and good appearance 

of their house, they are inclined to take good 

pipe and gutter work as an indication of the 
well-built home. 





For this reason, Lupton elbows are popular 
with contractors. The best non-corroding 
metals,perfect uniformity of fitand shape make 
these elbows a source of permanent satisfac- 
tion both to the contractor who erects them 
and the owner who enjoys their protection. 




















Specify Lupton Elbows to Your Jobber 
DAVID LUPTON’S SONS CO. 


Allegheny Ave. and Tulip St. 
PHILADELPHIA 



































Lupton Perfect Fitting Elbow —round 
corrugated No. 3—75 degree 


Good pipe and gutter work is a reliable indication 
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merican and Hardware Record, 620 South Michi Avenue, Chicago, [linois. 
tter June 25, 1887, at the Post Office at Chicago, Illinois, under act of March 3, 1879. 
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= Why limit your furnace sales to house = 
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National Advertising Creates Demand For 
The SUPER-SMOKELESS Furnace! 


ATIONAL advertising creates a demand for the wonderful 
SUPER-SMOKELESS Furnace, brings new customers and 
sells more furnaces. And satisfied customers bring future business. 
The dealer who takes on this line now is sure to reap not only imme- 
diate business but also large future rewards. 
























The SUPER-SMOKELESS Furnace offers to Home Owners many 
superior advantages unequalled in any other furnace. The dealer who 
sells them is in a distinct class—actually above competition. He can 
establish a bigger and better business and get good prices for his work. 







Under our Utica Merchandising Plan, our representatives co-operate 
with our dealers and help them sell the furnaces they buy. This plan 
is a proved success and brings new customers—sells more furnaces— 
and increases your profits proportionately. It will pay you to write 
—without obligation to you—for full particulars about our Exclusive 
Dealer Proposition and Utica Merchandising Plan. 


UTICA HEATER COMPANY 


‘Pioneers in Smokeless Combustion’’ 


UTICA, N. Y.--CHICAGO, ILL. 



























































"THE furnaces shown hese; 
the Nesbit, the Weir and 

the Stanco, fit your ys re- 

quirement for quali 

air heating and at the "tight 

price. 


Er us send you full de- 

tails and catalogs cover- 
ing this line. Let us show 
you the completeness of our 
furnace line and demonstrate 
our reliable service. 


















Nesbit All-Cast Furnace 


WE eT uma stocks of every 


urnace supply item from 
isters to Furnace Cement. All 
ing makes and dependable quality. 


Let us fill your next order— 
| Weir All-Steel Furnace we will give you real service. 


STANDARD FURNACE & SUPPLY COMPANY 


Omaha, Nebr. Western Service for Western Dealers Sioux City, lowa 
















Stanco Steel Furnace 
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Choose a 
Good Partner 


you have at least one business part- 


ner—the line of furnaces you install. 


Remember, a good partner will help 
make you—a bad'one will break you. 


Make the Moncrief line your partner. 
It“will pull with youfJand pull for you, 
and match your every good effort with 
enduring good quality. 


Write for details of our proposition. 


Ohe 
Henry Furnace & Foundry Co. 


3471 E. 49th Street CLEVELAND, OHIO 


Manufacturers of single and double wall pipe 
and fittings, galvanized pipe and fittings, etc. 





Eastern Sales Offices: 


W. 8S. MeCREA 
105 Federal St., N. 8., Pittsburgh, Pa. 


F. H. HANLON 
Batavia, New York 
Western and Southern Distributors: 


JOHNSON FURNACE CO. MONCRIEF FURNACE CO. 
Kansae City, Missouri Atlanta, Ga. 
MONCRIEF FURNACE & MFG. CO. 
Dallas, Texas 


MONCRIEF 
FURNACES 





—_—_ 





| 


FURNACES 





more than castings fitted together. Such important 

details as design and pzoportion of the radiator and 
fire pot on Wise furnaces show that in these points of con- 
struction, as well as all other features, great care has been 
taken to have them scientifically correct. 


Ts construction of the Wise furnace is something 


Proper, satisfactcry heating can only be had from furnaces 
‘that can produce correct combustion. And not only this— 
a furnace must also have a great area of heating surface 
and large even flow of air circulation. 


Wise furnaces are designed to give superior heating service 
and they are constructed of the best grade iron. 


UR catalog gives full details 
and our agency proposition 
will interest you. _ Write’ or 


complete informativn today. 


The WISE FURNACE CO. 
AKRON, OHIO 
































Mention AMERICAN ARTISAN i your reply—Thonk you! 
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BOOMER 


HIS is our latest addition to the 

Boomer line. We heartily recom- 
mend it for your favorable considera- 
tion. 








The severe tests we have given this fur- 
nace have proven its durability. The un- 
solicited reports we received from users 
last winter have been most flattering. 


For durability, economy, easy to oper- 
ate, easy to set up and the low price at 
which we offer this furnace, you will 


make no mistake in arranging for the 
agency. 


THE HESS-SNYDER CO. 
MASSILLON, OHIO 


Makers of BOOMER FURNACES for Forty-Three 
Years 




















The NEW PEERLESS 


OW ranks head and shoulders above all in its leader- 
ship for supremacy in genuine improvements. 
Quality, a term often used loosely, has never been a myth. 
Neither have guarantees or generalities been used instead 
of facts. 
The time has never come when a PEERLESS must be 
sold on a guarantee instead of merit. 
The new and improved PEERLESS Furnace illustrated 
herewith is a genuine improvement, the result of experi- 
ence and initiative, wherein sound principles of heating 
engineering have been combined with the practical needs 
and comfort of the ultimate user. 
To say that we are proud of this furnace would mean little 
if it did not meet the endorsement of not only furnace 
dealers and the public, but the reflection of credit it has 
cast on the furnace industry as a whole. 
Some of the new features are listed herewith. We're glad 
to send full particulars to those interested. 


THE PEERLESS FOUNDRY COMPANY 








Exclusive features, 


Automatic damper control, . : : 
Thermos casing and top-down 1853 Ludlow Avenue Indianapolis, Indiana 
draft combustion. Warehouse, Pittsburgh, Pa., Youngstown, Ohio, Cincinnati, Ohio 











Say you saw it in AMERICAN ARTISAN—Thank you! 
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() They Are Years Ahead 


You old furnace men—just note these facts and you'll agree 
that Titan Furnaces are years ahead of the average. 


Each individual roller grate bar is removable without 
disturbing the others—a patented feature. 


The roller grates have a shaking action as well as dump- 
ing—patent applied for. 


Fire pot has cup joint—gas tight. 
Combustion chamber has “‘wave” top to increase heat 
_ surface—a patented feature. 


-©TITAN 


Superheater Furnaces 


are designed and built for the quality trade. They are not 
cheap furnaces but ‘are priced right for profitable selling. 


You should know ALL the. superior points about 
Titan Furnaces. Write for catalog and photographs. 


Standard Foundry & Mfg. Co., bekait: tiincis 


Increased Profits and Less Competition 


m AWAIT YOU IN A QUEEN FURNACE AGENCY 
You Can Sell Every Prospect 


as there is a size and style for every job priced to assure a sale. 
Exclusive features and our guarantee of quality and long service 


makes for 
A Proven Leader 


Our Queen furnace has — 


More rapid circulation of air. 

Better combustion of smoke and gases. 

Convenient and efficient air moistener. 

Smoke pipe which can be taken off at any angle, flat or triangular 
grates, interchangeable and is perfectly suited for burning any fuel. 


w li te the trade. Catalog, ency 
poepesithen ond ‘caidaiion tales oe 


FLORAL CITY HEATER CO. 


Monroe, Michigan 
1654 Monadnock Bldg. Chicago, Illinois 



























































The latest news about the Warm Air Heating 
Industry is to be found in this Journal every week. 
This is the only trade Journal covering this field published every week. 
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| Fact Ne. 3 poche 











“SIs “Built Like 
a Power Boiler” 
































Heavy Boiler Plate Steel is used in the body construction. 
Joints are sealed under tremendous pressure with steel 
steeple head rivets. They have a big margin of safety and 
are capable of withstanding many times the heat and 
wear that they will receive in ordinary use. 


This is one of the many features that has earned an enviable repu- 
tation for American Furnaces, and why many have given 20 and 
more years of continuous service without repairs—in many instances 
outlasting the homes in which they were originally installed. That’s 
heating satisfaction. 





Sell AFCO Furnaces and you sell heating satisfaction. You make 


a real friend of every buyer. It means progress, both for you and Write for our complete 


the Warm Air Heating Industry. catalogue describing this 
new “AFCO” Crescent 
Style, Boiler Plate Furnace. 
American Furnace Co. 7" 
+ : 
tures of construction. 
2719-31 Morgan St. St. Louis, Mo. 

















CHICAGO 


FURKMACE Pip 
AND FITTINGS 


Use this strong, well-made, 
economical pipe for faster 
and more profitable work 


Chicago Pipe and Fittings are made of heavy 





first quality material. You can get it Single or 
Double and in all standard sizes and practical 
shapes. 

It is easy to put together—it saves time and 
trouble on the job and it is very economical 

Write today for our latest catalog No. 20 and 
ask for latest price list. 

We also carry the most complete stocks of 
all kinds of supplies for the warm air furnace 
installer. 


Send your orders to this reliable prompt delivery house 










~ 


KRUSE OIL pOAMACE for real service and prices that give you good profits 
bs the modern fuel and the Krure Oil Furnace i ecientically designed and CHICAGO FURNACE SUPPLY CO. 
te a ae a a ag fae ay or ner at | Sidi. 1276-78-80-82 Clybourn Ave. CHICAGO 





face insure maximum results. 
You should find out new how the Kruse Oil Furnace is getting real business 
for dealers. 


Write today for details on this and on Reliable 
regular welded steel coal burning furnaces. Service 


KRUSE COMPANY 


Welded Steel Furnaces 
INDIANAPOLIS 







Prompt 
Shipments 





























INDIANA 
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Million Homes. Through Na 












The Improved Air Duct Increases the Heating Capacity about 30 per cent in our 


WASHINGTON 
HOME FURNACE 


Placed above floor, hence saves the cost of digging cellar. Produces circulating moist heat for 5 to 7 rooms. 
Is the most beautiful, onnenieel cad Cine we Oa It can be installed in a living room. 
No basement required. Our Bey ot og 


your territory will be interested. “en agence > co 
GRAY & DUDLEY COMPANY 
NASHVILLE, TENN. 
“We melt over 100,000 Pounds of Southern Pig Iron Daily” 


Ce a Fall of 1926, will reach over Six 
itan Newspapers, thousands in 


Write now for the complete details. 














HOWES YANKEE HOT AIR DAMPERS 


Steel-so 
unbreakable 








For furnace and 
ventilator pipe 








Make hot air 


Samples for 
flow to cold installers 3 
rooms. U. 8. Pat. ; 


THE S. M. HOWES CO., 503 MEDFORD ST., CHARLESTOWN, MASS. 


















It will Day You 


To Bu our 






Ss 








ARGE selection— 
beautifully finished. 
Made from our own 
steel. 








Let us quote you 








FURNACE CEMENT 
Roof Cement — Stove Putty 


i “American Seal Seal” 






Plumbers Putty 


PAINTS and SPECIALTIES 


WILLIAM CONNORS PAINT MFG. CO.  § 
Established 1852 NEW YORK § 
JAMES L. PERKINS ; 
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For Our 
Illustrated 
Book of 
Order Blanks 
You'll find this book handy. It explains 


how and simplifies ordering Stove, Fur- 
nace and Boiler repairs from the-— 
Largest and Most Complete Stock | 


ORTHWESTER 


STOVE REPAIR CO., CHICAGO 


BOLTS: 


WE MANUFACTURE A COMPLETE LINE 
OF BOLT PRODUCTS, INCLUDING STOVE 
BOLTS, CARRIAGE BOLTS, MACHINE 
BOLTS, LAG BOLTS, NUTS, ETC. ALSO 
STOVE RODS, SMALL RIVETS AND 
HINGE PINS, CATALOG ON REQUEST. 































THE KIRK-LATTY MFG. CO. 


1971 W. 85th St. Cleveland, O. 






















IRON AND WOOD 


STOVE PATTERNS 


QUINCY PATTERN COMPANY 


QUINCY, ILLINOIS 
FOR STOVES 


PATTE R N AND HEATERS 


THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO 


PATTERNS 


FOR STOVES AND HEATERS x Woo .=4 10N 
VEDDER PATTERN WORKS 








pacer reamed TROY, N. Y. 
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“MORE HEAT FOR LESS MONEY” 






Excelsior Standard and Frictionless 
Steel Baseboard Registers 






» 







Have you seen it? 


W A L W O R T H Individually packed with stackheads 


New Standardized Installed in less time 


STYLE B than any other make 


Baseboard Register REDUCE WITHOUT A REDUCER 


OT only made throughout in accordance with the 

rules of the Standardization Committee but it is 

the neatest durable register ever made to sell at a 
popular price. 










Simple, easy and accurate in operation, cast face 
made of the best iron, finished in all the popular 
finishes and made in the following sizes: 


8x10 inch 214 base extension 
“ Self-Positioning patented Stack Head 


8x12 “ 2% “ with patented Top Collar and Reduc- 








9x12 “ 2% “ “ ing Wings furnished on sizes No. 54 
and bli of 

10x12 “ 3% “ “ wach yy aed ft ay 

tension to second floor without a Re- 










Study the features of this new register. Comes. 
Write today for full particulars and prices on the Sl eee =. 
Walworth New Standardized Style B Baseboard All Regular Sizes — Standard Finishes 
egister. - , 

Order some for that next job—your customers will Prices Exceptionally Low 
want them. 

Mods & the makers of Walworth Pantie Gratings, NO EXTRA CHARGE 

Ventilators, Bedwcmndtangeing. FOR EXCELSIOR QUALITY 





THE WALWORTH RUN May we quote you? 
FOUNDRY COMPANY 







West 27th Street and N. Y.C. & St. L. R. R., Cleveland, Ohio The 
Distributors: . 
ROBINSON FURNACE, 0O., Chicago, Il Excelsior Steel F urnace Co. 
PHILLIPS & BUTTORFF MFG. CO., Nashville, Tenn. 118 Ss. Clinton Street 
Eastern Representative: 
PENN TINSMITH’S SUPPLY CO., Philadelphia, Pa. CHICAGO - ILLINOIS 
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Published to serve Yearly Subscription 


the Price: 
Wess Ale Seiiiion, e erica United States $2.00 
Sheet Metal, Roofing, Canada .. . $3.00 


Stove and Hardware 
Industries Foreign . . . $4.00 


Published EVERY SATURDAY at 620 South ak. Avenue, Chicago 


EDITORIAL AND ADVERTISING STAFF 


Etta Cohn G. J. Duerr 
J. F. Johnson Frank McElwain 


Eastern Representative: W. C. White, 1478 Broadway, New York City 
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AN ACHIEVEMENT 


; An explanatory note regarding service to readers of American Artisan. This 

is now nearing the completion of a half century of service. For almost fifty yeors i 
ap tip econ the men in the industries which it represents. At no time during 
its long and career has AmERIcAN ARTISAN been in a better position to render 
complete, adequate service to its readers than it is today. In addition to the matter con- 
tained in our regular weekly publication, we maintain ervice Departments for the use of 
our readers. If you have a problem to solve, we courteously invite you to submit it to us 
for solution. In what kettr Comp can tee leave of Gout brébinas tats Ben dee Gieaett 
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The Convention 
of 


The National Association of 
Sheet Metal Contractors 


Louisville, Kentucky, May 24 to 28 
will be reported (as usual) in full detail in AMERICAN ARTISAN 


issue of 
May 29th 


This Convention promises to be one of the most valuable and best attended 
National Sheet Metal Conventions on record. 

The story of this Convention will be of special interest to every live sheet 
metal contractor and warm air furnace dudes in the country and they will 
look to AMERICAN ARTISAN for the earliest and most complete report. 
Manufacturers and Jobbers will find the May 29th issue of AMERICAN 
ARTISAN, carrying this Convention report, an especially desirable 
number for reaching the most worthwhile ere 


Use additional advertising space 





AMERICAN ARTISAN 
620 South Michigan Avenue Chicago, Illinois 
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Compare Lamneck Products 
with others in appearance, 
in materials, gauge and work- 
manship. Put them together. 
See how snugly and sturdily 
they fit. Do this. Write for 
a sample. Get our catalog. 
Just fill in or pin to your 
letterhead and — 


Mail This 
Coupon Now! 


* 
THE W.E. ~~ 


Gentlemen: 
Kindly send me at 
once, free and without obli- 


gation, the items indicated below: 
( ) Your New Catalog. 


© DP Betgle S . ccccccccscccccccce 





AMERICAN ARTISAN , 


FALSE ECONOMY— The Most 


Destructive Force in Business 


AND HARDWARE RECORD 


Only constant vigilance and strict adherence toa 
quality standard can overcome the evils, of False 





Economy, whose attractive promises and shoddy 
performance have led many a business ship to 


the shoals of disaster. 


XPERIENCED executives recog- 

nize this ever present danger. 

They know that the price of 
cheapening quality is all too dear— 
that reputation honestly won by years 
of endeavor may be lost by a single 
transaction failing to “measure up.’ 


Don’t be blinded by “price buying.” 
Adhere to quality. Compare the prod- 
uct before you buy. 


Examine Lamneck products from 
every standpoint. Compare them with 
— Have us tell you of their time 
and money saving features. Have us 
show you how they cut stock invest- 
ments in two. 


Lamneck Pipe and Fittings are sold 
at quantity production prices—prices 
as low as good products can be sold. 
To build better products and sell them 
for one penny less is an economic 
impossibility. 

They are designed by skilled engineers, 
made by rt labor and turned out 
on patented machinery es ~ gp de- 
signed for the purpose. S experi- 
ence, and expert workmanship can 
make no better. 


Lamneck saves time, reduces stock 
investment and assures satisfaction. 
Our 48-Hour Service backs the line. 


‘Write for samples or catalog. 


THE W. E. LAMNECK COMPANY 
416-432 Dublin Ave., Columbus, Ohio 
Western Representative: THE QUICK FURNACE & SUPPLY CO., Des Moines, lowa 


~LAMNECK 


PIPE AND 
FITTINGS 
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Carton Warehouse Made of Sheet Steel and in Use by the Chicago Carton Company. 


Emergency. It Is Rust Resisting and Fireproof 








It Is Easily Erected in an 


Sheet Steel Structure Serves as Warehouse 
for Paper Carton Company 


Firm Finds Portable Structures Great 
Convenience in Storing Its Wares 


HEET metal products are rapid- 

ly forcing their serviceability 

and fire resistant qualities to the at- 
tention of large industrial plants. 

There are countless instances of 

where a sudden wave of prosperity 

has come to a particular industry, 


taxing the normal facilities of the 
manufacturers in that industry. 
These latter are compelled in a short 
space of time to enlarge their pro- 
ducing equipment and in order to 
house the added facilities quickly 
they turn to the corrugated sheet 


metal structure, which can be erect- 
ed over night. 

In the case of the Chicago Carton 
Company the urgency was for a fire 
proof warehouse where in large 
numbers of cartons could be stored, 
preparatory to the large demand that 
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will be made on the industry when 
the canning industry gets into 
activity. 

As so often happens, these struc- 
tures are erected in an emergency. 
They fill their purpose, but after the 
emergency has ceased to exist, the 
sheet metal structure goes right on 
serving the employer. It has been 
found so convenient, so useful and 
so easily erected and taken down 


that for warehouse purposes it is 
ideal and is soon in permanent use. 

In the case of the Chicago Carton 
Company, its product is inflammable. 
A stray spark from switch engine 
happening to get in among the paper 
cartons would soon lay the entire 
stock in ashes. Therefore the sheet 
metal structure in this case serves 
a dual purpose. It protects the 
goods on the inside from being ig- 


May 8, 1926 


nited from without, while on the 
other hand a fire starting on the in- 
side would be confined to the single 
building, thus preventing a general 
conflagration. 

As an emergency structure the 
portable sheet steel building is far 
superior to any other. Nothing can 
surpass it in ease of erection. It is 
perfectly fire proof and its longevity 
of life is unquestioned. 


Taking the Sting Out of Customer Collec- 


tion Letters and Statements 


Getting Your Money from the ‘‘Slow- 
Pay’ Without Antagonizing Him Unduly 


HERE are many ways of col- 

lecting overdue accounts. One 
way is to use a club, diplomatically 
camouflaged. The trouble is that the 
club is usually obvious, no matter 
how carefully it may be concealed in 
a bouquet of verbal persiflage. Yet 
the wise business man knows that 
the old adage about molasses catch- 
ing more flies than vinegar applies 
to this end of the business as well as 
to the sales department, and that 
fundamentally the problem of col- 
lecting is the same as the problem 
of selling. 


Some business men, of course, 
hold that no collection plan of any 
moment can be built around any 
other idea than one that gets the 
money, irrespective of the method 
employed in getting it. It must 
have been such a man whose palm 
itched for the dollar who wrote the 
following : 


“Gentlemen : 

It has been brought to my at- 
tention that there is a balance due 
on your account of $7.50. We 
can’t understand why a firm of 
your standing should allow a bal- 
ance of this kind to remain unpaid 
for more than sixty days. We 
can’t afford to spend the time try- 
ing to collect such small sums and 
be expect your check by return 
mail.” 


A letter of this kind is a “horrible 





This article has been written by Rich- 
ard Walter, Manager Times-Mirror Sta- 
tionery and Office Supply Company, Los 


Angeles, California, in the interests of 
better collection methods. 


By RICHARD WALTER 


example,’ but not so uncommon as 
might be supposed. It was dictated 
by the writer’s emotions and not by 
his business judgment. He allowed 
his feelings to run riot and the re- 
sult is a letter that makes the 
customer-debtor hot under the col- 
lar. The inactivity of many a good 
account dates back to the morning 
when the head of the firm repre- 
sented by the deceased account 
opened and read just such a com- 
munication. 

A business is made up of cus- 
tomers and a customer lost can 
never be replaced. If you do get 
another one, it simply means that 
you should have had the additional 
customer in the first place. 

In the light of such losses of the 
good will and business profits, the 
firm that feels that its collection 
losses are few and the overhead in 
this department low might be sur- 
prised by an honest analysis of the 
fact. True, you may collect 95 per 
cent of all your accounts payable, 
but what did it cost to do it? What 
did it cost in lost business? Are you 
paying for the upkeep of a “collec- 
tion” graveyard ? 

It is no argument to say that you 
don’t want slow pay customers on 
your books, that they are unprofit- 
able. Every slow pay account was at 
one time a prompt pay account, 
with few exceptions, and the dead- 
beat was once a good customer, 


otherwise he wouldn’t be on your 
books. The point, therefore, to con- 
sider is how good a customer he 
might have been if he had been edu- 
cated to pay promptly—helped in- 
stead of dunned. A different kind 
of appeal, a different approach, a 
more helpful attitude might have 
produced a different result. The old 
ways are not always the best ways. 
Changing conditions require changed 
tactics to meet them. Familiarity 
breeds contempt today as surely ‘as 


‘it ever did. The “stop-look-listen” 


signs at railroad crossings are a 
good example of this. These signs 
have been in use for nearly thirty 
years and yet investigation showed 
that deaths from violent collision at 
railroad crossings mounted every 
year. It was a case of familiarity 
breeding contempt and ending in 
disaster. The railroads decided to 
try a new appeal and so they have 
adapted a new slogan, which reads: 
“Stop—you may lose.” Apparently 
it isn’t so good as the old one, but 
it has one virtue—it is new. 

What most collection methods 
seem to lack is lubrication plus the 
milk of human kindness and toler- 
ance. Most collection methods irri- 
tate. They actually build a wall of 
antagonism between creditor and 
debtor where friendship should be. 

Of course, a deferred obligation 
can’t be treated as a joke. Care 
must be. exercised that the debtor 
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doesn’t mistake friendliness for 
leniency. But there is a humane 
method—a method that is result- 
getting and where the combination 
of ideas used is calculated to bring 
the greatest possible pressure to bear 
‘gith an inexorable follow-up that is 
courteous, but which never loses 
sight of the fact that there is a bill 
to collect. This unique method will 
be described later on in this article. 

Meanwhile let us analyze the situ- 
ation as between the customer and 
his creditor. Obviously the customer 


must be made available for use in 
our own business. What is needed 
is a little lubricant, tactfully applied 
at the right time to induce the cus- 
tomer to pay promptly. The cus- 
tomer must think that he is paying 
the bill voluntarily and not that you 
are collecting it. Get the point? 
Therefore, we must do something 
more than merely mail the debtor a 
statement on the first of every 
month. He doesn’t like statements 
and on the first he’s getting a lot of 
others besides yours. So we must 
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Illustrating the System Employed 


has the advantage. The goods are in 
his possession or he may have dis- 
posed of them to others. He knows 
that to force collection by legal 
means is both tedious and expensive. 
Therefore, it is necessary in deal- 
ing with him to exercise the greatest 
amount of tact and persuasion, with- 
out arousing too much “paying re- 
sistance.” We have heard a great 
deal in times past about “selling re- 
sistance,” but how about its twin 
“paying” resistance? It is just as 
real. A man dislikes buying goods 
and he dislikes having to pay for 
them just as strongly. Therefore, let 
us face the situation as it is and find 
out what the logical procedure is to 
overcome this “paying” resistance. 
We must turn it into paying desire. 
Capital tied up in small accounts 


remind him oftener than once each 
month. He mustn’t be conscious of 


_our insistance, but he must be made 


aware of the importance of paying 
that particular bill in preference to 
all the others he owes. 

This is just where most collec- 
tion “systems” as such fail. They 
are too obvious and just the minute 
that a debtor is conscious that he is 
being made the’ subject of collec- 
tion experiments or systems he is 
likely to become more stubborn than 
ever. A prepared series of collec- 
tion letters ( we’ve all received them) 
leaves him cool and unresponsive. 
And why not? Most of such letters 
are prepared by attorneys and would 
scare a wooden Indian to death. 
They lack the the sincerity of a 
human appeal. The debtor feels, 
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and rightly so, that his name on 
your books represents only so many 
dollars, when it ought to represent 
another human being. 

This idea of inducing the cus- 
tomer to pay pleasantly is the basis 
of a series of notices shown and 
which are the basis of a follow-up 
idea that “gets the money” and 
builds business in one operation. 

Financial difficulties are usually 
caused by regular customers who 
pay their bills irregularly. Now the 
regular customer is the sort you 
can’t afford to offend. To get the 
money he owes you is a delicate 
procedure. An appeal to him based 
on the argument that you “need the 
money” is fatal. It puts you on the 
defensive and the debtor may feel 
in his own mind that he needs the 
money just as much as you do. The 
fact is that he has borrowed the face 
value of your invoice, without in- 
terest, for thirty days. No bank 
would do business with him on that 
basis. 

Yet many customers seem to 
think that you should be mighty 
grateful that they give you any bus- 
iness at all. This attitude is the re- 
sult of laxity in regard to the en- 
forcement of credit terms. A con- 
sistent follow-up started immediately 
after the account is due, expressing 
good will while tactfully suggesting 
that the bill be taken care of, will 
act as a lubricant and induce 
prompter payment. 

This is the idea behind the method 
now being used by the writer of this 
paper. It consists of a series of 
appeals which unlock the purse. 
They are in the form of stickers 
attached to outgoing statements. 

Yes, I know the idea isn’t new. 
The application of it is new, how- 
ever. The Chinese invented gun- 
powder, but the white man put it to 
constructive use. All that the Chi- 
nese could do with it was to make a 
lot of noise. So with this series of 
stickers. They embody ideas tested 
by experienced men all over the 
country and exercise the greatest 
amount of pressure. 

Color is used to give life and in- 
terest and the debtor is always in 
the picture, so to speak. A writer 
once said that if he wanted to sell a 
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man a picture of Niagara, that he 
would photograph it with the man in 
the foreground. That is human na- 
ture. Did you ever buy a photo- 
graph of a banquet if your face 
didn’t appear in the group? There’s 
a psychological twist about the ap- 
peals embodied in these stickers 
which*compels action. There is a 
friendly compulsion, yet soothing— 
nothing to ruffle a man’s temper 
under the urge of sending a check 
now. 

Thus, by being human and getting 
away from the conventional phrases 
such as “please remit at once” or 
“your account is long past due” and 
other hokum, which antagonizes the 
customer, the method brings un- 


» usual results. The follow-up gets 


under the debtor’s skin in a friendly, 
insistent way that he can’t ignore. 

The first of these stickers is No. 
20, because it goes out on the 20th 
of the month. By waiting till the 
20th customers have ample time to 
mail their checks. Then a duplicate 
statement is sent to slow pay cus- 
tomers and the notice attached reads 
as follows: 

“Haven’t you forgotten some- 
thing? A check for §$...... to 
cover our last statement. Thanks.” 

The next sticker, No. 30, is at- 
tached to the regular statement sent 
out on the first of the following 
month and goes to the customer who 
is thirty days in arrears. It reads: 

“We will appreciate a check to 
cover our last statement. Won’t you 
please respond to this friendly re- 
minder? Thanks.” 

Sticker No. 40 goes out on the 
10th of the month following due 
date. It reads: 

“We are still looking for your 
check to cover our statement of 
Salite £85 for $...... We feel sure 
that we can count on you for a re- 
mittance by return mail.” 

If this pictured appeal seems too 
humorous try typing it on your let- 
terhead minus the picture and you 
will admit that it is a strong bid for 
payment. The illustration draws the 
sting from the appeal and provides 
an added touch that builds good will. 

The limited space allotted to this 
article precludes a detailed descrip- 
tion of each sticker. Each of them 


is designed, however, to do one par- 
ticular thing at some one time. Each 
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succeeding sticker is in logical se- 
quence, hence their effectiveness. 


Masonic Temple, St. Louis, Employs 
200 Tons of Sheet Metal 


Heating and Ventilating System 
of Most Modern Type Installed 


HE construction of the New 

Masonic Temple, St. Louis, 
Missouri, is a master piece in archi- 
tecture. It is of particular interest 
to the sheet metal contractor because 
in its construction 200 tons of sheet 
metal are being used. The principal 





is given a modern touch with a set- 
back feature. While the building is 
nominally only five stories in height, 
it is actually the equal of a twelve- 
story building. It contains a com- 
plete theater with seating capacity 
tor 2,200, an auditorium 160 feet 





Exterior View New Masonic Temple, St. Louis, in Which 200 Tons Sheet Metal’ 


Are Being Used 


use of the sheet metal has been the 
construction of the heating and 
ventilating system. 

This masonic headquarters build- 
ing follows the lines of a Greek tem- 
ple in its Ionic architecture, which 


hy 75 feet for the Knights Templar 
Commandery, 11 lodge rooms, three 
for the Eastern Star chapters, 25 
ofces with separate entrances for 
each chapter, and a kitchen and din- 
ing room.in the basement with a 











—_— — — ~ae _ — as 











May 8, 1926 


seating capacity for 2,500 people. 

The installation of the heating 
and ventilating system is being done 
by the Sodemann Heat and Power 
Company, St. Louis. Each system 
is entirely separate and independent 
of the other; in other words, the 
heating system can be operated in its 
entirety even though the ventilating 
system is not used and on the other 
hand the ventilating system may be 
operated, even though the heating 
system is not used. Certain portions 
of the building will be served by 
both the heating and ventilating 
systems, while there are other por- 
tions which will be served by either 
the heating system or the ventilating 
system. This depends on the loca- 
tion of the spaces and the purposes 
for which they are to be used. Lodge 
rooms and other meeting places are 
on the inside of the building without 
outside exposures. These will be 
supplied entirely by the ventilating 
system, that is to say they are heated 
and ventilated in one operation. 
There are other spaces again that 
have a great deal of outside ex- 
posure, which will be taken care of 
by direct radiation. 

Each of the lodge room floors, 
also the spaces set aside for the 
commandery and those for the Chap- 
ter and Council, have their own in- 
dividual ventilating systems, so that 
either one of these may be operated 
independently, and alone or all of 
them together. This is a very flex- 
ible arrangement, as can readily be 
seen. All air distributed throughout 
the building is properly conditioned 
as to temperature, humidity and 
purity. In winter all air is heated 
by being passed through steam heat- 
ed coils, and the temperature of the 
air is regulated automatically, as 
may be required by the outside tem- 
perature conditions. This automatic 
regulation also controls most of the 
direct radiators, so that temperature 
conditions are not dependent upon 
hand control. 

A considerable part of air is re- 
circulated, and in this connection use 
is made of Ozone generators which 
produce the necessary ozone for re- 
moving impurities from the air. By 
recirculating this air, a large saving 


is made in the fuel consumption as 
compared to what would be used if 
all of the air would be taken from 
the outside. 

All air used for ventilation passes 
through air washers, so that it is en- 
tirely cleansed. During the warm 
months this air is not heated and its 
contact with the water results in a 
reduction of its temperature so that 
the same system which serves to 
heat in winter, cools in the summer. 

All of the air is handled through 
motor driven fans. It passes 
through an extensive system of 
ducts, and this entire system of duct 
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work for the complete building, rep- 
resents upward of 200 tons of sheet 
metal as stated above. This sheet 
metal installation is worthy of in- 
spection on the part of anyone inter- 
ested in this work, because unusual 
conditions had to be met and espe- 
cially, owing to the recirculation fea- 
ture, the work is a splendid example 
of engineering and construction on 
the part of the men in charge of this 
part of the apparatus. 

The sheet metal used is furnished 
by the National Enameling & 
Stamping Company, and the brand 
used is Nesco. 


President Markle Makes Appeal for 
Your Attendance at Louisville 
Convention 


Says It Is Not Only a Pleasure 
But a Duty to Attend May 25 to 28 


AVE you arranged your plans 

so you can attend the conven- 
tion at Louisville on May 25th to 
28th ? 

If you do not attend you will miss 
something and we will miss you. 

At the Florida state convention 
a member said: “This is the first 
convention I have attended, but I’ll 
never miss another, I didn’t 
know” — 

That’s the secret—he didn’t know 
—and you do not know what bene- 
fit can be derived from a convention 
of the National Association of 
Sheet Metal Contractors unless you 
attend—so try it, just once, and I 
am sure you will feel about it the 
same as our Florida member. 

Remember this,—The National 
Association is your association and 
if you do not attend the convention, 
you are missing an opportunity to 
help make your association bigger 
and better. 

When you have paid your dues 
or per capita tax, you have not done 
your full duty by your association ; 
you have done the least that you 
can do, but as you attend and take 
an active part in the work of the 


association, you will get a clearer 


conception of the great work to be 


done to elevate the standards of the 
industry, and you will derive greater 
benefits for yourself in such meas- 
ure as you serve your association. 

The Louisville association has 
made great preparations to enter- 
tain the delegates and visitors who 
will attend the convention. 

They expect you to show your ap- 
preciation of their efforts by attend- 
ing. Do not disappoint them. 

W. C. Markle, President. 





American Metal Market 
Issues 1926 Copy of 
Metal Statistics 


The American Metal Market has 
published the 1926 issue of Metal 
Statistics. This is the nineteenth 
annual edition. 

This. book contains a complete 
comprehensive statistical review of 
metals. In addition to the regular 
statistical information on ferrous 
and non-ferrous metals contained in 
previous issues various new tables 
have been added. 

The book contains buyer’s direc- 
tory and index to advertisements. 
Copies can be obtained from Ameri- 
can Metal Market, 11 Cliff Street, 
New York. The price is $1.00 per 
copy. 
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Illustrating Construction of Pattern for 





a Leader Head Cover 


Some Such Covers Merely Ornamental— 
Edges for Seaming Allowed Extra 
By O. W. Korue, Principal, St. Louis Technical Institute 


W and then leader heads are 

made with an off-set in the 
front, as our plan indicates, where 
a pipe passes through, and for this 
a cover is often made. Many of 
these leader heads are just orna- 
mental and, therefore, the top is 
covered over, while a pipe passes 
down through and the water flows 
down the pipe. There are others 
where the leader head is used to 
contain water and as a sort of vent 
head to prevent the sewer gases 
passing up through the gutters and 
so eating away the tubes and such 
other metal work. But here we 


nave a cover with a rise equal to the 
diagram, as shown on the side of 
pian. This rise is placed as H-T in 
our diagram of true lengths and we 
pick the plan lies as A-C, A-D, A-E, 
A-B and set them as T-C-D-E-B. 
Then lines drawn to H will be the 
true lengths. 

In setting out this pattern we 
draw any line, as F-E, and using 
true length H-E, we cross arcs in 
point A. Then we pick the side 
line of plan, as E-D, and using E in 
pattern as center, we strike arc as at 
D. Cross this with true length 
H-D and use A as center. Next 
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PITCHED COVER FOR HEAD SPOUT 
ON AN IN AND OUT MITER. 
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use the line D-C of plan and place 
it as DO-C in pattern. Now take 
true length H-C and, with A as cen- 
ter, cross arcs in point C. After 
this pick the plan line C-B and set 
in pattern as shown. Cross this with 
true length H-B and then join all 
points where arcs cross in pattern. 
Edges for seaming are allowed ex- 
tra. This cover is generally pleaned 
over or else soldered on the top 
edge. A hole that is cut in for the 
spout should be cut a little smaller 
and a small flange turned up on it 
and well soldered so no water can 
follow the pipe down and so lodge 
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in the leader head which would 
freeze and burst the seams during 


the severe cold weather which is 
bound to occur in winter. 


How Sheet Steel Trade Extension 
Committee Is Helping Contractor’ 


Contractor Should Use Sheet Metal 
Cornices on His Own Buildings 


By Georce L.-BEennetr, Sheet Steel Trade Extension Committee 


HAVE had the pleasure of ap- 

pearing before some of you be- 
fore, and in a way I feel I. am 
among old friends. I don't feel 
quite as nervous as I otherwise 
might, and so as not to mislead you 
gentlemen, I ought to outline what 
I am going to say so that you will 
have the opportunity of deciding 
whether you want to go out in the 
corridor and smoke and skip this 
business, or whether you want to 
listen to it: 

First—We have for consideration 
the state of the trade. 

Second—Costs to bring that state 
about. 

Third—What can be done, what 
is being done, to benefit that condi- 
tion. 

Fourth—What we should do, and 
what you should do. 


Now then, the condition of the 
trade is that it is not what it might 
be. We live on the edge of an ex- 
tremely wonderful development of 
sheet metal, and the question is— 
what are we doing to realize that 
development? The lumber business 
is dying. Much of the supply is 
coming from the forests of other 
states, now, and it won’t be another 
fifteen years before we will be de- 
pendent to a large part on foreign 
lumber, which is a delicate situation 
for a country like the United States. 

But sheet metal is coming in to 
take the place of lumber, not only 
because of the failing supply, but 
because of the fact our building 
trades are the highest paid men to- 
day for people of their class. You 
won't find in any other country, men 


Excerpts of address by George L. Ben- 
nett, of the Sheet Steel Trade Extension 
Committee, delivered before the conven- 
tion of Pennsylvania Sheet Metal Con- 
tractors. 


getting as high as $17.00 a day for 
doing building work. 

That situation is one we want to 
continue, for high-priced men make 
for. high-grade men, and this coun- 
try above all things else, wants to 
build citizenship. 

Now then, that being the case, we 
must use this money economically, 
and that means that a great deal of 
work which was done on the build- 
ing in the past, must now be done 





In this article Mr. George L. 
Bennett of the Sheet Steel 
Trade Extension Committee 
has outlined the progress which 
the Sheet Steel Trade Exten- 
sion Committee has made dur- 
ing its twenty months or more 
of existence. He has shown 
how the Committee is helping 
the sheet metal contractor in 
producing more business for his 
shop. 

He has also shown how the 
sheet metal contractor can re- 
organize his facilities so as to 
take care of a larger amount of 
business. 








somewhere else. A man may ac- 
complish much more in the factory 
in a day, where he has efficient tools 
to help him, than it will ever be pos- 
sible to do in the building. I have 
been on buildings,-was brought up 
on them so to speak, at the time 
when the shelving came on to the 
job planed on two sides, rough on 
the edges, and the mechanic worked 
it out in the building. That was all 
done there. Now that condition is 
changed. 

Let us consider why the field of 
sheet metal has not advanced so far 
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as it might be. I want to say, as far 
as you men are concerned, either 
you are making too much money or 
you are too well satisfied with what 
you have been making. I am saying 
that to get under your skin and get 
you thinking. 

This sheet metal business, which 
was such a craft some years ago and 
then has gradually drifted along 
down until it has gotten to be—I 
would not just like to call it its pro- 
per name in some places—a thing 
many people used to take pride and 
delight in. Many of you men were 
highly pleased with yourselves when 
you could develop something in the 
form you required in your shop. 
You became a master and you had 
pride in your business. There came 
along the war, and there were cer- 
tain destructions,—one of the things 
destroying your pride was cost plus 
—built to get price, without really 
putting up the price, came in there. 
A great many people drifted away 
from the materials they had used, 
drifted away from sheet metal and 
took up the service of strange gods. 
Now that is the condition—and 
don’t think that is peculiar to your- 
selves at all—the trade has gone bad 
and all the bad things are not due to 
the sheet metal contractors. For ten 
years prior to 1924 there had been 
talk among the manufacturers of 
“getting together.” 

Let me speak for your attention 
concerning the trade promotion com- 
mittee in a mobilization way. We 
stand in between. We are hired by 
the manufacturers themselves, not 
by any one, but by the Association. 
But we are there to improve trade 
conditions. Not all of the work 
which we do is to be done through 
an outside force in the trade, leav- 
ing the manufacturers without hav- 
ing any chance to participate in 
them. We recognize that cannot be 
done, and they recognize that cannot 
be done; so we stand as a mobiliza- 
tion force representing to them bad 
conditions, trade practices, — we 
bring about changes where they can 
be brought about, and at the same 
time we make representations to the 
jobbers and manufacturers and 
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salesmen to bring about better trade 
conditions. 

That for a little word of explana- 
tion as to where we stand. Now 
drop all consideration of us, except 
as I may allude to the consideration 


of the work we are doing for you, 


and turn for further consideration 
to the field itself. That field is kind 
of a sick field—sheet metal is kind 
of a sick field. Let us see what is 
the reason. That is the false eco- 
nomic policy or the false economic 
principle that competition is the life 
of trade. Competition is not the life 
of anything. Struggle, unless done 
in a spirit of sport and fairness is a 
weakening process. And that has 
been what has happened in sheet 
steel and sheet metal in competition 


with itself. There has been that 
weakening process, the process 
which competition brings about. 


The biggest thing perhaps which 
came out last year was the recogni- 
tion in “The Nation’s Business” of 
cooperation as a principle exceeding 
far in its beneficial effects, any bene- 
ficial effects which come from com- 
petition. 

So we are here gentlemen, to aid 
you, to codperate with you. What 
form should that codperation take. 
If there are only two jobs to be let 
in a town and there are eight con- 
tractors there, there is going to be 
some pretty keen competition. But 
if somebody should come along and 
point out six or seven other jobs 
that could be had which these fel- 
lows had possibly overlooked, there 
is a possibility each one of these jobs 
could be had at a reasonable figure. 
In taking a job you are between the 
devil and the deep blue sea. If you 
work up overhead costs and all other 
costs without a sense of their true 
value, you make life easy for your- 
self, but you distort your services 
to the public and the net conse- 
quence is you may lose your useful- 
ness to the public, which is a very 
great danger. 

Today there is no one material 
on the market anywhere which, 
alone, can serve the public. 

There is one item of overhead, I 
don’t know as you have included 
much, and it is an element you can- 


not succeed without. It is not rent, 
nor insurance, nor seventeen other 
things. 

Some of you men are dissatisfied 
with selling expense and selling ef- 
fort, because it does not bring you 
results. You say: “I went out and 
spent two or three hours and did not 
get it, and I am off of that sort of 
thing.” The boss might have learned 
the trade and understood the me- 
chanical side of the work and how 
this is to be done, but as time goes 
on there comes to him the question 
of what construction lasted, and 
what cost less for maintenance and 
upkeep, and first cost, and the ques- 
tion of the means of obtaining this 
business. 

It is a common saying that all sell- 
ing is teaching. You men who 
would sell sheet metal must first 
teach it to the architects, )}ou must 
teach it in the schols of the country, 
to the householders and all his 
neighbors, and must have a means 
to sell it. 

We drove up from Johnstown, 
and we did not pass a sheet metal 
business housed in a sheet metal 
shop, or a shop with a sheet metal 
cornice on it. That is not teaching. 
I believe in sheet metal, I use it my- 
self. No; they were housed in 
wood, and had slate roofs,—and I 
am not talking of you men, because 
I am talking to the better men of 
the trade. 

I will speak a little about the 
things we are doing to codperate 
with you, and I want to come back 
and speak about what we would like 
you to do, something to codperate 
with us. I want to tell you how es- 
sential I think you are. You men 
are on the firing line. 

We personally have a feeling that 
the woman who bears a child and 
gets it so it can toddle around, and 
then leaves it to shift for itself, is 
not much of a mother. We carry 
that feeling a little further to the 
man who creates a business and then 
does not pay a bit of attention to its 
maintenance and upkeep. Why 
should not the sheet metal worker 
have a tickler file, and six months 
after the job was put on he would 
turn a page over and there it says: 
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“See John Smith about painting that 
roof.” He finds another card: “See 
about painting the gutters.” So 
that child is fot thrown out on the 
cold world to forage for itself with- 
out some attention. 

There are certain things which 
unlock opportunity. Yes, probably 
an interest in other people’s affairs 
is one of the most potent things to 
unlock opportuhity. 

Now there are certain things 
which have stood in the way of a 
larger use of sheet metal. One has 
been the lack of interest on the part 
of the people. Approximately 
thirty-five per cent of the money 
spent for building in this country is 
spent under the direction of archi- 
tects, and yet despite that small 
amount those men set the fashion, 
and in that way they have an im- 
portance far beyond the amount of 
work which they directly control. 

The public who work without 
architects, still follow the appear- 
ance of the buildings around them. 
We have tried to do our part in 
every way, we won't fail to continue 
to try. We have taken space in the 
recent issue of Sweets Architec- 
tural Catalog. The articles were 
mainly arguments to the architect 
bringing his mind around to the real 
virtues of sheet metal—two pages 
devoted to argument on roofing, on 
why sheet metal roofing is superior 
to other roofing. If you men have 
not had these, you won’t waste the 
price of a one cent postal card if 
you ask the Sheet Metal Associa- 
tion, Oliver Building, to send them 
to you. If you do not have them, 
you are without a tool in your kit 
when going to the architect, that 
would be of a great deal of impor- 
tance in swinging the architect into 
line. We are doing the same thing 
with Sweet’s Engineering Catalog, 
we are out there with three pages 
directed primarily to the reasons 
why sheet metal should be used in 
buildings instead of the so-called 
permanent forms of building such 
as brick and concrete construction, 
directly appealing to the architects 
who plan these buildings. 

We are putting out specifications 
for sheet metal work. The first of 
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these, for sheet steel cornice work, 
is ready to go out. In that we are 
pointing out to the architects these 
facts: That there is a possible great 
saving on a building where the price 
is close by the use of sheet steel cor- 
nices instead of terra cotta cornices 
or stone cornices, and the reason 
given that the sheet steel cornice is 
a better cornice; and there is a plea 
made there that they shall not at- 
tempt to permit a competition with 
the sheet steel makers nor with the 
other makers to the end of getting 
the cheapest sheet steel, but to call 
for the highest kind of sheet steel, 
and we give them specifications 
which does call for a high-grade of 
sheet steel cornice, and I ask you 
men when you make your next cor- 
nice, to produce a good article and 
charge for it accordingly. 

We have seen a very nice field in 
the study of the metal garage. As it 
stands today, the steel garage is a 
tin can,—you would not want to see 
it—and yet the possibilities are 
there of something pretty nice that 
has never been realized on. To fur- 
ther that, we held an architectural 
competition, and we got some de- 
signs from that. We have a big lot 
of these garage designs which I 
judge will be out within about thirty 
days, to be sent to you sheet metal 
contractors, gratis. After it is sent 
to you men it will be edited in the 
34 publications we advertise in, and 
the people will be invited to send for 
it, and when they send for it their 


inquiry will be sent to the sheet 


metal worker who has expressed a 
desire to have something to do with 
these sheet metal garages. A two- 
car garage in this sheet steel is get- 
ting, for all sorts and sizes, from 
$125.00 to $300.00 or $400.00; the 
concrete block garage with a couple 
of windows and a tar paper roof on 
it, $750.00 or $800.00; brick, simi- 
lar to the concrete block, except 
brick, sells for $1,000 to $1,200. 
Now between these prices these 
sheet steel cans have been getting 
at $350.00, and $850.00 to $1,250.00 
for the concrete block and brick 
garages, there is a wonderful mar- 
gin of profit, and you don’t have to 
, absorb a large part of that margin 


to make a better garage because 
there is approximately the same 
amount of sheet metal. 


I want to refer to the building 
code of the various cities of the 
United States, put up by engineers 
as a protection to the public largely 
as regards to the lack of safety as 
regards fire. They have been per- 
verted in a great many instances by 
private interests. In Chicago the 
metal ceiling is regarded by the plas- 
terers as a finishing coat and that is 
all. That has gone rather far. What 
are we doing to prevent that? Well 


we got digging into that thing and 


we found a large part of that thing 
is due to the idea, the fancy you 














In this article Mr. Bennett 
has further pointed out what 
the Sheet Steel Trade Exten- 
sion Committee is doing in the 
way of enlarging the market 
for sheet metal. 

He has outlined a plan of 
producing more attractive sheet 
steel garages and cornices. He 
has also told what the Commit- 
tee is doing in the way of 
arousing the architect to a 
greater appreciation of sheet 
metal, 

He urges that the contractor 
utilize every opportunity to tie 
up with the national advertising 
now being done by the Com- 
mittee. 











might say, of certain people in the 
National Board of Fire Underwrit- 
ers somewhere, when dust explo- 
sions first attained prominence— 
when explosions took place in’ the 
mills or in the mines, the terrible 
danger of dust explosions was 
brought to their attention at their 
meetings, and dust was dust irre- 
spective of whether coal dust or 
stone dust, which of course was er- 
roneous. Coal dust is explosive and 
stone dust is not. 

The fire tests today are set up on 
time endurance. Metal lath has 
stood one hour and fifteen minutes, 
and under their rules that is given 
a one hour rating; cement, three- 
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quarters of an hour. For certain 
other buildings, the use of metal lath 
is mandatory and for a strictly fire- 
proof building the test is three 
Under the same basis the 
metal ceiling gets about a four min- 
ute rating, so the metal ceiling is 
down and out. What is the answer ? 
It is not that they say so or that they 
think so. What we have to have is 
facts, and in the process of working 
for those facts we have recently sent 
out requests to the manufacturers 
of metal ceilings and gathered some 
two thousand samples of dust, each 
one testified to that it came from 
the top of a metal ceiling, the length 
of time it was up and the sort of 
floor above. We have arranged with 
the Bureau of Chemistry at Wash- 
ington, the biggest authority on dust 
extension tests, to make our tests. 
They will not test every one we 
send. We will send them two 
thousand samples and they will test 
probably thirty samples. And they 
can take their thirty or forty or fifty 
determinations and make their whole 
determination on that basis. 

We have taken part in a series of 
tests before the Bureau of Stand- 
ards at Washington on metal roof- 
ing against wood roofing and against 
asphalt roofing and against roll roof- 
ing. That has been completed and 
we are now digesting the blue prints 
which have been forwarded to us 
from Washington. We expect to 
make that contrast. 

Take the city of Buffalo code. 
Because of appearance, the building 
codes have been changed to keep out 
metal garages. No one wanted to 
see his neighbor put up anything 
which he thought would be detri- 
mental to the appearance of his own 
property; and so the building codes 
have been made which has kept the 
metal garage out. We are running 
tests in connection with the Bureau 
of Standards next month which will 
determine what distance it will have 
to be placed from a wooden building 
to keep away from danger of fire. 

There is a feeling among indus- 
trialists today that the man who 
strives to be the whole thing does 
not succeed. It is, gentlemen, the 
codperative effort of every man, 


hours. 








24 AMERICAN ARTISAN AND HARDWARE RECORD 


each working independently but each 
having a loyalty for the same thing. 
It is not being led by one man, and 
if something happens to him they 
are like a pack of dogs without a 
leader. But where there are many 
minds all working together, that will 
stand and grow like a forest of 
young trees. 

I am going to ask you men to 
think of the Sheet Metal Trade As- 
sociation as your friend, somebody 
that wants to help you, that believes 
in you and takes up cudgels for you 
but without talking about you be- 
hind your back and will say “with all 
his faults he has faced conditions.” 

Just two instances of things we 
are doing to help. You may have 
confused to a degree a shortage of 
good help and a lack of knowledge 
on the part of the incoming genera- 
tion, of sheet metal or knowledge on 
the part of the incoming generation 
of such materials as concrete. 

Another thing: We spend a 
quarter of a million dollars a year 
advertising to the public in behalf 
of sheet steel, and what sheet steel 
does for the public. Now the effect 
of that can be nullified by you men 
in a great many cases because, for 
instance, John Smith after reading 
some of these advertisements comes 
to Mr. Tinner and says, “I have 
been thinking of putting on a roof 
like the sheet metal people are ad- 
vertising” and Mr. Tinner says, 
“Oh yes, we know about these 
things, but there is nothing in it; 
don’t you do it now.” John Smith 
says, “Why not,” and Mr. Tinner 
says, “Oh well, the material is not 
what it used to be.” Just about that 
time everything that has been done 
in the advertisements is nullified for 
he thinks he has inside information 
that it is all bunk. 

There are two factors at work 
there. Out of a thousand houses 
built fifty years ago, maybe nine 
hundred and fifty of those have dis- 
appeared for one reason or another, 
and fifty of them survived. We 
look at these fifty, and we say, “My 
God, they built houses in those 
days.” We do not look at the nine 
hundred and fifty that went away, 
we look at the fifty that are left and 


we get a distorted idea of the facts. 
So we contrast the best of yesterday 
with today to the disparagement of 
today, all the time. 

I want to tell you of a test made 
at Providence. A gentleman was a 
kind of a crank on turn plate. 
Twelve years ago he set out, on an 
angle of his window ledge, about 
twenty-five samples of tin plate. 
They had two holes punched in 
them, by which they were held by 
nails. They stayed out there, and 
once in a while the old gentleman 
would go out and he would notice a 
rust spot on sample 13, and he made 
a note in his book “Rust hole, sam- 
ple 13, April 16, 1922”; and he kept 
an account of this stuff, and little by 
little all of those samples developed 
holes except two and one of those 
samples was an old job, old iron 
plate which they had over out of 
dead stock and it had a forty pound 
coating on it, and that thing today 
is there without the least bit of a pin 
hole in it; and the other piece is a 
piece of steel with a forty pound 
coating on and is looking just as fine 
as the other one. 

There had to be something done 
about that thing and so there was a 
master brand put out and that has 
been applied so far to galvanized 
sheets for moderate operation and 
all that is said about that specifica- 
tion is that it carries as heavy a coat- 
ing as can be carried without crack- 
ing on a moderate forming opera- 
tion. Companies are beginning to 
roll that stuff and it will soon be on 
the market. This is the minimum 
specification and safeguard to the 
public; if they have a material with 
that brand on it, it is a guarantee 
that the manufacturers are standing 
back of it with inspectors in the 
field, going around buying sheets, 
cutting samples, sending them to 
chemists and testing that material ; 
that is for the safeguarding of the 
market, getting away from the cog- 
paring the poor material of today 
with the good material of yesterday. 

We have done all we can to help. 
We want you men to take new cour- 
age now. Believe in the vision of 
the future, put your jobs, your busi- 
ness, your officers in a position to 
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cash in on it. Believe in the product 
you are dealing in, and if you go at 
it in that way the future is won. 





Conference of Local and 
State Secretaries to Be 
Called at Louisville. 


Secretary E. L. Seabrook, of the 
National Association of Sheet Metal 
Contractors, has a few words to say 
regarding the Louisville convention. 
He has called a conference of local 
and state secretaries and state presi- 
dents for Monday afternoon, May 
24, at the Kentucky Hotel. 

This conference, Secretary Sea- 
brook says, will offer an opportunity 
to discuss different phases of asso- 
ciation work, also for the exchange 
of ideas, methods, experiences relat- 
ing to the conducting of local and 
state associations.” 

The delegates mentioned will 
readily appreciate the significance of 
such a meeting and the good to be 
obtained by attending it. Therefore, 
do not forget the date—Monday, 
May 24—and the Kentucky Hotel, 
Louisville. 

A convention of the Kentucky 
State Sheet Metal Contractors’ As- 
sociation will be held on Monday 
also. 

The Louisville convention com- 
mittee are emphasizing the fact that 
delegates arriving by rail should not 
neglect to secure a certificate allow- 
ing them the privilege of the half 
fare rate. The certificate must be 
secured at the point of original pur- 
chase of ticket. 

In order to secure this- rate, how- 
ever, there must be at least 250 
tickets purchased. In view of the 
fact that a large number of the dele- 
gates will undoubtedly drive to 
Louisville in their own machines, 
the committee asks each one of 
those who drive down to stop at 
some town just outside of Louis- 
ville and purchase a ticket and se- 
cure the certificate. Upon present- 
ing his certificate at the place of 
registration, he will be indemnified 
for the outlay he has made. This is 
being done in order to help those 
coming by rail to secure the half 
fare rate. 
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Matthiessen & Hegeler 
Company Issues New 
Sheet Zinc Base Price. 


Matthiessen & Hegeler Company, 
La Salle, Illinois, has issued price 
list No. 19. This list gives the base 
price of sheet zinc to be $11.25 ef- 
fective April 30. 


Tinners’ Machinery 
Company Moves 
to New Location. 


The Tinners’ Machinery Com- 
pany, 225-227 North Ashland Ave- 
nue, Chicago, have moved their 
business on May 6th to 100 South 
Jefferson Street. 

This firm carries standard makes 
of new and used sheet metal and 
iron working machines and tools, in- 
cluding Pexto and Dreis and Krump 
machines. 


Sidney F. Stevens, 
Treasurer, Grand Rapids 
Blow Pipe, Dies at 79. 


Sidney F. Stevens, Grand Rapids, 
Michigan, is dead at the age of 79. 

Mr. Stevens was treasurer of the 
Grand Rapids Blow Pipe & Dust 
Arrester Company and he was also 
interested in about a dozen other 
local enterprises, to which he gave 
the best service at his command. 

Mr. Stevens was born in Lynch- 
burg, Virginia, July 7, 1847, and 
went to Grand Rapids with his par- 
ents, brother and sister in 1854. He 
attended the public schools of Grand 
Rapids, being a contemporary of 
Charles H. Leonard, Gaius W. Per- 
kins, Charles R. Sligh and others 
still living. 

On the death of his father in 
1877 Mr. Stevens returned to Grand 
Rapids, took up his residence with 
his mother and entered the employ 
of Foster, Stevens and Company. 
Three years later, as executor of the 
estate of Wilder D. Foster, Wilder 
D. Stevens sold the Foster interest 
in the business to Sidney F. Stevens, 
Charles C. Philbrick and Charles F. 
Rood. The three purchasers formed 
a copartnership with W. D. Stevens, 
who was already interested in the 
business and continued the business 
under the style of Foster, Stevens 


& Company. Mr. Stevens gave both 
the wholesale and retail branches of 
the business his best thought and ef- 
fort as long as he lived. 

Mr. Stevens is survived by his 
brother, Wilder D. Stevens, presi- 
dent of Foster, Stevens & Company, 
two nephews, Forris D. Stevens and 
Arthur D. Perry, also officers of the 
company, and a niece, Mrs. James 





“Nokol” Oil Burner. 


From C. C. Coon, 13 East Chestnut 
Street, Wauseon, Ohio. 


Can you tell me who makes: the 
“Nokol” oil burner ? 
Ans.—Nokol Company, 215 
North Michigan Avenue, Chicago. 
Steel Letters. 


From R. W. Tyler, 44 White Court, Can- 
ton, Illinois. 


Who makes key ring tags and 
stamping outfits consisting of a set 
of 1/16-inch steel ladders? 

Ans.—C. H. Hanson Company, 
178 North Clark Street, Chicago, 
Illinois. 

“Apollo” Lawn Mower. 
From Meier Brothers, Henry, Illinois. 

We should like to know who 
makes the “Apollo” lawn mower, as 
we want repairs for it. 

Ans. — Whitaker Manufacturing 
Company, 409 South Green Street, 
Chicago, Illinois. 

Black and Maroon Leather Dye. 


From Milton L. Kistler, Alexander City, 
Alabama. 


Who makes maroon and black 
leather dye? 

Ans.—E. I. Du Pont de Nemours 
and Company, 7 South Dearborn 
Street; Selz Best Manufacturing 
Company, 126 West Kinzie Street; 
Hart Leather Finish Company, 1046 
West Division Street; American 


- Shoe Polish Company, 1956 South 


Troy Street, all of Chicago, Illinois. 
Fine Spray Nozzles. 


From N. W. Christians, Christians Sheet 
Metal Works, Spencer, Iowa. 


I would like to know who makes 
a nozzle that throws fine mist for 
use on a sprinkling system for a 
vegetable display window. 
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Ans.—Binks Spray Equipment 
Company, 3124 Carroll Avenue, 
Chicago. 

Pin Vise. 
From John Moll, Sr., General Delivery, 

Bismarck, North Dakota. 

Who makes a scratch with com- 
partment for phonograph needles ? 

Ans.—This is known as a pin vise 
and is made by L. S. Starrett Com- 
pany, 17 North Jefferson Street, 
Chicago. 


Repairs for “New Departure” Lawn 
Mower. 


From N. A. Ellis, Boone, Iowa. 
Where can I get repairs for the 
“New Departure” lawn mower ? 
Ans.—The Surty Manufacturing 
Company, 4139 West Kinzie Street, 
Chicago. 
Steel Stamps. 


From E. R. Huston, 516 West Adams 
Street, Chicago. 


Who makes steel stamps suitable 
for stamping trade marks on sheet 
metal products ? 

Ans.—C. H. Hanson Company, 
178 North Clark Street, Chicago. 


From Roy E. Kisling, Mt. Zion, Iowa. 

Who in Chicago makes extension 
ladders ? 

Ans.—John Berg Manufacturing 
Company, 5001 South Wells Street ; 
Rich Pump and Ladder Company, 
1318 North Clark Street, and Amer- 
ican Ladder Company, 2101 South 
Canal Street. 


Draft Gauge. 


From D. A. Gibson, 4140 Flad Avenue, 
St. Louis, Missouri. 


Can you tell me who makes the 
chimney testing gauge described on 
page 98 of your 1925 Warm Air 
Furnace Special ? 

Ans.—E. Vernon Hill Company, 
64 West Randolph Street, Chicago. 


Here’s a Window 
Glass Cleaner 
That You Can Use. 


Window glass constantly exposed 
to the action of the sun and elements 
soon acquires a dullness which can- 
not be removed by washing or 
scrubbing. This is due to a gradual 
surface decomposition of the glass. 
Such glass can be restored to a fair- 
ly bright condition by washing with 
dilute hydrochloric acid and after- 
wards rubbing with chalk or whit- 


ing. 
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“The essence of humor is 







H. R. Harrison, who travels for 
the Rudy Furnace Company and 
who is also the President of the 
Travelers Auxiliary to the Mlinois 
Sheet Metal Contractors’ Associa- 
tion, left the latter part of this week 
on an extended business trip through 
Virginia and the Carolinas. 

My only regret in seeing Roy go 
is that he is driving through. Just 
what will happen to him should he 
suddenly develop a thirst about the 
time he gets into the Blue Ridge 
Mountains I don’t know. I doubt 
whether he could stand much of that 
“cracker” fire water—and that’s all 
they drink down there. Now if he 
were only traveling by rail, I 
shouldn’t worry much, because I 
know that he is thoroughly acclim- 
ated to ice water. If I don’t hear 
from him in a week or two, I will 
send out a searching party. 

* * ok 

I have just learned that Roswell 
Strong of the Homer Furnace Com- 
pany, is recovering from an opera- 
tion for appendicitis which he un- 
derwent at the Wade Memorial Hos- 
pital, Coldwater, Michigan. I am 
sincerely happy that the operation 
was successful and I am sure the 
many friends both in and out of the 
trade join with me in wishing Ros 
a speedy recovery. 

a oe 

H. O. McElwain, Elkhart, Indi- 
ana, who represents the Lennox 
Furnace Company in that territory 
and in Michigan, as a little boy was 
very bashful. He disliked being 
kissed, but it seems that all the girls 
wanted to kiss him on every occa- 
sion. One day he had been kissed a 
lot. Then, to make matters worse, 
on going to the picture palace in the 
evening, instead of his favorite cow- 
boy and Indian pictures there was 
nothing but a lot more hugging and 
kissing. He returned home com- 
pletely out of patience with the 
whole tribe of women. After he 


had been tucked into bed, mother ~ 


eeling with all forms of e 
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Random Notes and Sketches | 


By Sidney Arno/o 






; warm, tender fellow- 
nee.”’—Carlyle. 






came in to kiss him good-night. He 
refused. Mother begged and begged, 
till in disgust he turned to his father, 
who was standing at the doorway, 
looking on, and said, “Daddy, for 
heaven’s sake, give this woman a 


kiss!” Mrs. H. O. says, “How 
times have changed!” 

x * * : 

Mother 


Mother you sleep with the silent, 
Away from the heat and the throng, 
Where the wind sighs thru the branches 
Like the whirl of a siren’s song. 


Mother your memory lingers 
In the flowers your love caressed ; 
Your Bible is closed and lonely, 
For the warmth where your fingers 
pressed. 





Carlotta Bonheur Stearns 


Mother your chair is empty; 
Nevermore can I kneel and pray 

By your knee, in the quiet evening 
While you kiss my care away. 


Mother altho you have left me 
You’re here with your courage fine; 
And your teachings are my solace— 
My precepts, mother divine! 
—Carlotta Bonheur Stearns. 
x * * 


H. L. Mackenzie, Canton, Ohio, 
who travels for the Reeves Manu- 
facturing Company, Dover, Ohio, 
has a fine sense of humor, and a per- 
fect passion for the outdoors. One 
day recently he was called to jury 
service. The attorneys for the 
prosecution and defense had been 
allowed fifteen minutes each to 
argue the case. The attorney for 
the defense had commenced his ar- 
guments with an allusion to the old 
swimming-hole of his boyhood days. 
He told in flowery oratory of the 
balmy air, the singing birds, the joy 
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of youth, the delights of the cool 
water—One of the longwinded con- 
gressional speeches. Mr. Mackenzie 
thought the fellow was good for the 
afternoon. But in the midst of the 
enjoyment of this wonderful scene, 
the irate judge interrupted the 
speaker in a drawling voice and 
said: “Come out, Chauncey, and 
put on your clothes. Your fifteen 
minutes are up.” 
* * * 


We were honored on Tuesday of 
this week with a visit from L. C. 
Dupee, Advertising Manager, Tut- 
tle & Bailey Manufacturing Com- 
pany, New York, who was making 
the circuit of the trade. Mr. Dupee 
was accompanied by my good friend 
Bill Laffin, Chicago branch man- 
ager of Tuttle & Bailey. I did not 
have the pleasure of seeing these 
gentlemen, as I foolishly overin- 
dulged in my favorite dish of sliced 
raw cucumbers the previous eve- 
ning, and, of course, paid the pen- 
alty. 

* * * 

An old lady walked into the 
Judge’s office. 

“Are you the Judge of Repro- 
bates?” she inquired. 

“T am the Judge of Probate,” re- 
plied his honor, with a smile. 

“Well, that’s it, I expect,” an- 
swered the old lady. “You see,” 
she went on confidentially, “my hus- 
band died detested and left several 
little infidels, and I want to be their 
executioner.” 

* * * 


Here’s something to remember. 
Blair Quick, of the Quick Furnace 
& Supply Company, was telling me 
recently about a certain merchant in 
his home town who ran for office 
and was overwhelmingly defeated. 
He polled so few votes that he ap- 
peared ridiculous. He was in dan- 
ger of being laughed at, but the 
merchant was a good sport. He 
beat the town to it. The morning 
after the election he put this sign in 
his window: “$25 reward for the 
name of the man who cast that vote 
for me.” Everybody saw it and 
laughed. But they laugh with him 
and not at him. 
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The Editor’s Page 





Making More Money Out of 
Sheet Metal Contracting 


HE sheet metal contractor of today is interested in 

learning not so much the technical side of his busi- 
ness, but in how to make more money out of his business. 
He has pretty nearly mastered the details about laying a 
roof or putting on a gutter or downspout. 

What he wants to know now is how can he make the 
profit side of his ledger show greater balances. 

One very effective way of doing that thing is to stop 
the leaks through which a great deal of the profits of the 
business are dissipated. Perhaps there is more money 
lost through loss of time or thoughtless advertising than 
in any other way. 

In order to stop leaks one has got to think. Suppose 
a local advertising salesman calls on you. He wishes to 
sell you space on a baseball score card, a high school 
basketball program or some similar form of local adver- 
tising. Do you just give him an ad indiscriminately, 
without thinking about the possible returns you are going 
to derive from it, or do you picture in your mind’s eye 
just who it is that is going to read your message on that 
card; do you stop to consider whether your audience 
is made up of home owners who are, therefore, potential 
customers; do you find out whether the cards are going 
chiefly into the hands of school children. 

Determining who your readers are should be your 
yard stick as to the value of any given type of adver- 
tising at all times. You are not running a charity 
organization, and if you want to aid charity that is your 
affair, but don’t call it advertising and then blame adver- 
tising if you fail to get results. 

Another very important item to watch is the time each 
man spends on each job he undertakes. Your cost ac- 
counting method should be such as to give you a detailed 
history of each operation which each one of your men 
undertakes each hour of the day. It is only by keeping 
a close tab on your workmen and fheir activities that 
you can really make each job bear its proportionate share 
of the overhead and show a substantial profit when the 
work is completed. Here’s the explanation: 

You turn in your competitive bid on a certain contract. 
You get the job. You know, of course, approximately 
what your material requirements are. You have an aver- 
age estimate of how long in time each phase of that work 
is going to take. 

Your profit and overhead are added in. Now, should 
your estimated time for labor be too low, you cannot 
raise the contract price; therefore your profit suffers. 
Instead of making your 10, 15, 20 or 25 per cent profit, 
it becomes some other figure, always far less than that 
which you calculated the job would produce. 

How can you locate the leak? Without a method of 
time recording, there is no way which will point out to 
you where your losses occur. If, on the other hand, your 


foreman is furnished with a system of time recording 
sheets that he must fill out for each man at the conclu- 
sion of each operation on any given job or several jobs 
going through the shop at the same time, you have an 
absolute record of each man’s time at the end of each 
day, or at any time during the day. Your own experi- 
ence should then tell you whether or not the job is taking 
too long or whether you are not allowing enough for 
labor in your original bid. 

Such records are invaluable not alone while the job is 
going through the shop, but as a matter of record for 
comparative purposes. You may be allowing too much 
for labor on any given job and for that reason are not 
getting many of the jobs upon which you bid. Perhaps 
some of your machinery has become obsolete and for 
that reason your men require more time to complete a 
given piece of work than is necessary. 

Such information as that outlined is absolutely neces- 
sary to-every man in business. Without it his bidding 
becomes a mere matter of guesswork, which at best is un- 
satisfactory and unfair both to the customer and to his 
business. 


Why Warm Air Heating 
Plant Is Good Investment 


HY is a warm air heating plant a good investment 

for the home owner? We have all heard a great 
deal about the possibilities of pyramiding personal insur- 
ance—about the creation of a paid-up policy that insures 
the holder a definite income in old age. 

On page 32 of our May Ist issue, George Boeddener, 
of the Fox Furnace Company, has uncovered some very 
conclusive evidence that the insurance companies have 
not a monopoly on gilt edge investment. 

The plan outlined by Mr. Boeddener can be used very 
effectively by warm air heating plant salesmen. What 
Mr. Boeddener has done is nothing less than to beat 
the insurance man at his own game. The facts were 
there all the time; it simply remained for some genius 
to discover them and reduce them to untechnical terms, 
as Mr. Boeddener has done in his article. 

This article should be read and re-read by every fur- 
nace installer who is now trying to learn the secrets of 
salesmanship. The warm air heating system is the 
world’s greatest money maker. 

There is no longer any doubt about the warm air 
heating system being superior to all others for resi- 
dence heating. Then why should the warm air tur- 
nace installer not take full advantage of every oppor- 
tunity to market a superior product? He can and 
will do it and along the lined recommended by Mr. 
Boeddener. 

The insurance now being offered by the Chicago 
Tribune. is no cheaper than ordinary insurance when 
the same law of averages is applied to the latter. 
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Take a Furnace With You When on That 
Door Knob Pulling Tour 


Jack Stowell Finds It Pays 
and Here’s How He Works it 


EW of us would realize that the 
tactics of Mohammed on that 
memorable occasion in biblical his- 
tory when the mountain refused to 
come to him would be applicable to 
a modern advertising scheme. How- 
ever, seeing is believing and we are 
given good and sufficient evidence 
that Jack Stowell, 12-14 South La 
Salle Street, Aurora, Illinois, has 
employed Mohammed’s tactics in his 
advertising program. 
Jack Stowell, who is an excep- 
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tric light bulb which is attached to 
the battery of the car is rigged up 
inside of the furnace and lighted. 
Mr. Stowell says: “Our signs, 
you will see, are the only advertis- 
ing matter on the car. These signs 
carry the same wording as that used 
on a blotter which we mail out to 
our trade. These blotters and signs 
have a white background, the name 
“Jack Stowell” is in red and the 
rest of the wording is in black. 
“Our primary object in rigging 








Showing How Jack Stowell Takes His Furnaces to His Prospective 
Customers’ Door 


tionally brilliant warm air furnace 
installer and business man, got to 
thinking one day that customers 
were not coming into his store to 
see his furnaces fast enough to suit 
him and it was, therefore, up to 
him to take the furnace to the cus- 
tomer. Here’s how he did it. 

The accompanying illustration 
tells the story. The body of the 
Ford truck is black. The wheels 
have been painted a bright red. The 
furnace shown is covered with a 
bright white enamel, while the front 
is decorated in an attractive cream 
color. The inside of the furnace is 
painted a bright red and a small elec- 


up this furnace on the car as shown 
was for sales purposes. We find 
that a good artist and a good writer 
can make a furnace look just as good 
as another on paper. Eighty per 
cent of our heating plants are sold 
without being able to get the pros- 
pects to our office. So we conceived 
the idea of taking the furnace up to 
them. We have only had it going 
a short time and weather being very 
unsatisfactory, has handicapped us 
somewhat, but it is very apparent to 
us that the stunt is going to be a 
knockout from the sales standpoint. 

“We also find that the car attracts 
much attention and more advertising 


when it is standing against the curb. 
We do not hesitate to say that it is 
the best advertising we have put 
through to date. It is worth every 
cent of the cost of rigging the af- 
fair up.” 

Jack Stowell is a comer. A short 
character analysis will show why he 
is a comer. In the first place he is 
a thinker. He has the faculty of 
quickly locating himself in relation 
to his surroundings. He has ideals 
of what a sheet metal business ought 
to be ten, fifteen, twenty-five years 
from now. He has the ability, the 
inclination and the initiative to seek 
out the whys and wherefores of the 
problems which daily confront him. 
He has the ability to make up his 
mind and to act. He has the de- 
termination to stick by his decisions, 
once made, until the project is car- 
ried out to its logical conclusion. He 
throws his whole self into whatever 
he is doing and gives it the best he 
has at all times—whether it is busi- 
ness, golf, skating, wrestling or as- 
sociation work, and he has captured 
first honors in them all. 

Jack is twenty-nine years old. He 
has been in the sheet metal and 
warm air furnace installation busi- 
ness all told about six years. Four 
and one half years ago he estab- 
lished a business of his own. He 
started out in a basement, with $75 
cash and a strong conviction that he 
could install furnaces better than 
anyone else; that he could lay a 
sheet metal roof better than anyone 
else. 

He did not drift into the sheet 
metal contracting and warm air fur- 
nace installation business; nor did 
he take up where some kind parent 
had left off. He chose the sheet 
metal business because he thought it 
held out greater opportunities and 
greater possibilities for the exercise 
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of his talent than any other indus- 
try. He entered the sheet metal con- 
tracting business after a thorough 
analysis of the prospects that that 
business had to offer and after 
knocking about in other professions 
since the age of thirteen, when he 
was compelled to leave school and 
make his own way in the world. 

Jack loves his work. A 10-minute 
conversation with him will thorough- 
ly establish this fact. He fairly 
radiates enthusiasm about it. His 
attitude toward his work and _ his 
logic are all that they should be for 
the greatest possible success. He be- 
lieves that the appearance of pros- 
perity is very closely associated with 
prosperity itself. This belief is ex- 
pressed in the last detail. He always 
wears clean, neatly pressed clothes. 
His shop is on one of the busiest 
thoroughfares in the city of Aurora. 
It is a well lighted, clean airy struc- 
ture, which is completely renovated 
and painted inside and out once a 
year. This item he charges to ad- 
vertising. 

The business methods employed 
by Jack are efficient in every respect. 
He is himself thoroughly versed in 
every phase of the work that comes 
through his shop—which is remark- 
able in view of the fact that he has 


only been in the business a little over - 


six years. He employs a budget 
system for his expense accounts, 
which aids him in checking each 


item of expense from month to. 


month. This policy aids him great- 


ly in stopping the leaks that are al-— 


ways bound to occur. 

Another remarkable thing about 
Jack is that he employs only the 
highest type of workmen. Although 
he himself has nothing against the 
unions, he operates an open shop. 
He has a very competent foreman, 
who, like all of the workmen, takes 
a very keen interest in the work. 

Jack is also somewhat of a phil- 
osopher; that is, in the modern or 
practical sense of the word. He is 
also a psychologist, although if told 
so he would undoubtedly deny that 
fact. He classifies all possible cus- 
tomers of his business into three 
distinct groups—the low, the med- 
ium and the high-class groups. He 


then decides which class of business 
he wishes to have his shop cater to 
and makes his bid for that business 
accordingly. From the very first he 
has made his bid for the high-class 
trade. People in this class, he rea- 
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as competition. He is patterning 
his business after the great high- 
class merchandising emporiums in 
the country and during his four and 
one-half years of experience along 
this line nothing has occurred to 
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sons and quite correctly, are more 
discerrting ; it requires less work to 
convince them of the distinction be- 
tween quality service and work that 
is based entirely upon price; these 
people demand quality service and 
are capable and willing to pay for it. 
Jack feels that there is no such thing 


lessen his belief that he is on the 
right track toward success. 

Jack has warm air furnace instal- 
lations in some of the finest homes 
in the city of Aurora. He has done 
the sheet metal work on most of the 
finest buildings in the city. Notable 
examples among these are the new 
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Old Second National Bank building, 
a model of architectural perfection, 
the new department store of Sen- 
senbaughs, long considered the lead- 
ing dry goods store in the city. The 


HEATING 


alert to grasp opportunities to keep 
his business before the public. He 
never gives his customers a chance 
to forget him. He calls on them 
often and when he does he is court- 


SHEET METAL 


Ler 
JACK STOWELL 


MAKE IT HOT FOR YOU 


PHONE 2964 


Blotter Advertising Which Jack Uses. 


14 SO. LASALLE STREET 


The Name Is in Red. The Design Is 


Distinctive and Is Carried Out in All His Advertising 


entire ventilating system of this 
building was installed by Jack and 
he has the contract for servicing of 
this system throughout the year. 

The city of Aurora has a popula- 
tion of around forty-one thousand. 
It is safe to say that most of those 
forty-one thousand people are well 
enough acquainted with Jack to give 
him a friendly nod. He is well liked 
because he so conducts his business 
as to command respect. An instance 
will illustrate what is meant. When 
Jack started out, he put in a warm 
air heating plant, against his better 
judgment, which he knew would nét 
give entire satisfaction. Complaints 
arose in the course of time. Real- 
izing the detrimental influence this 
unsatisfied customer and his wife 
could become to him in the commun- 
ity out of which he hoped to make 
his pile, Jack went out and replaced 
the job at a cost to himself of $200 
at a time when he didn’t even have 
the $200. But the investment in ex- 
perience has brought in ample re- 
turns since then, as the owner was 
thoroughly satisfied with the rear- 
rangement and has only words of 
praise for Jack and his business 
methods. 

Jack is a firm believer in advertis- 
ing of the right kind. He believes 
in advertising his own business 
rather than some manufacturer’s 
product. He is constantly on the 


esy itself. He always has a pleasant 
word for the children. 

On each furnace that Jack installs 
—of course, to his customers he in- 
stalls heating plants, never furnaces 
—he places a neat, attractive name 
plate, which attests the fact that 
Jack Stowell put the plant in. He 
has a characteristic form of adver- 
tising which he carries out on all of 
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Jack is proud of every piece of 
work he does. He takes infinite 
pains with every bit of it and always 
finds a way to impress upon his cus- 
tomers the value of quality work. 

It was stated above that Jack is a 
firm believer in advertising. He 
does not advertise indiscriminately 
however. A little incident will show 
his discernment in regard to it. An 
advertising solicitor called on Jack. 
He had baseball score card space for 
sale. He earnestly solicited Jack 
with all the fervor that anyone could 
employ. Jack listened patiently un- 
til the salesman had finished his 
story and then courteously but de- 
cisively told him that he had all the 
space he wanted just then. After 
the salesman had departed Jack 
turned to me and said that as much 
as he believed in advertising, he 
could not see where space on a base 
ball score card could possibly bene- 
fit the sheet metal business. His ex- 
perience in attendance at base ball 
games of the nature in question told 
him that the possibility of his name 
coming before a potential buyer of 
his services through that avenue was 
extremely limited. He argued that 
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Jack Couldn’t Get Just What He Wanted in Type Shown in This Blotter, So He 
Designed the One Shown Above 


his publicity work. The blotter 
shown herewith gives the idea. 
Stickers of the same type are placed 
conspicuously on the warm air ducts 
in the basement of each job he puts 
in. Hence when the owner shows 
the plant to his neighbor er his 
friend, the name of the installer is 
also supplied. Of course, it is not 
inferred that he clutters up each 
basement with his advertising. 


if he were a dry goods merchant, 
selling fancy sweaters, a candy mer- 
chant or a cigarette vender, that 
type of advertising would be his 
specialty. Therein he demonstrated 
his ability to think and act quickly 
and accurately. 

On the other hand Jack is abso- 
lutely sold on the house-to-house 
canvass method of selling warm air 
heating plants. He is the type of 
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man who is constantly experiment- 
ing and working out methods of 
doing business that will fit his par- 
ticular case. His mind is constantly 
active. When business gets slack, 
he never takes off his collar and tie, 
in order to go to work in the shop. 
He reasons that in the shop he 
could possibly earn $10 per day. On 
the other hand if he remains in his 
office doing nothing but thinking for 
a month, he may evolve one single 
idea that will net him thousands of 
dollars in added business. That’s 
Jack’s logic and it is pretty sound 
at that. 

How does he get business? He 
goes out after it. He is never in his 
office for more than a few short 
moments at a time. He has a small 
good-looking car in which he keeps 
constantly on the move about the 
city, inspecting work in progress 
and looking up new work, calling on 
old customers and the like. For in- 
stance, we were driving up an ave- 
nue, going the maximum speed 
which the law allows. We came to 
a new building. The brakes squeeked 
and we came to an abrupt stop. Jack 
jotted down the number of the 
building and the nature of the work 
being done. Then drove on. 

To spend a day with Jack Stowell 
is indeed a revelation. It was stated 
earlier in the article that he was a 
comer. He is all of that and more. 
He is one of the factors in the in- 
dustry that is lifting the industry 
to a higher plane. He says, how- 
ever, that the industry will never 
take its rightful place as a whole un- 
til the individual contractor changes 
his attitude and his ideals concern- 
ing the industry. 

Jack is absolutely sold on associa- 
tion work. He was the first sheet 
metal contractor and warm air fur- 
name installer to have his name re- 
corded as an associate member in 
the National Warm Air Heating and 
Ventilating Association. He believes 
in the Standard Furnace Code, but 
he also believes that a great deal of 
educational work must be done by 
the association among the installers 
before the plan can work out with 
the greatest efficiency. 


Problem in Draft 
Puzzles Afred L. Jordan, 
Lynchburg, Va. 


Alfred L. Jordan, of W. B. Jor- 
dan & Son, Lynchburg, Virginia, 
has a problem in warm air heating 
which is puzzling him. 

The accompanying sketch is self 
explanatory. An 8x8 inch flue by 
itself is not big enough to pull the 
fire in the baker’s oven because that 
size flue will not take care of a ten- 
inch smoke pipe. It happens that 
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‘a | another flue of the same size and 


height is in the kitchen. 

Now, will this arrangement draw 
satisfactorily ? Or will one flue draw 
from the other flue, thereby not hav- 
ing any effect on the fire? This 
baker uses bituminous coal. Will 
it “tag up” in a short period of time 
with this arrangement ? 

We would like to have your opin- 
ion and the experiences of others 
through your trade journal, if you 
will. 
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Illustrating the Problem Presented by Alfred L. Jordan 











Monitor Furnace Out 
with Its New Merrimac 
Guaranteed Steel Furnace 


The Monitor Furnace Company, 
Cincinnati, Ohio, have recently com- 
pleted work on their new Merrimac 
guaranteed steel furnace. A short 
description of the furnace is here- 
with provided. 

All seams, in addition to being 
held by cold driven rivets, placed 
1% inches from center to center, 
are calked and electrically welded. 

The firepot is cast iron of average 
fire brick thickness. A circulating 
air space between the firepot and 
combustion chamber supplies fresh 
air around the fire, thereby acting as 
a hot blast and causing the fire to 
burn towards the center. 

The combustion chamber is made 


of 8-gauge copper-bearing steel, and 
is corrugated at the top. This con- 
struction equalizes the expansion 
and contraction. 

The radiator has a baffle plate 
which retards the travel of the 
smoke sufficiently to obtain the 
maximum heat return. Radiator is 
made for either direct or indirect 
draft, according to the condition of 


* the flue to which it is connected. All 


joints are packed with asbestos, 
making them absolutely smoke- and 
gas-tight. 

The grates used in the Merrimac 
Furnace are of the Monitor Rocker 
Type, equipped with outside, waist- 
high shaker handle. 


Water pan is placed in a swinging 
door at the top of the front. 
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The furnace is equipped with the 
Caloric smoke consumer. 
The feed door is 

inches. 


1436x15% 


The Merrimac has been construct- 
ed so as to permit the easy installa- 
tion of an oil burner should such 
be desired 


Using Actual Performance Record 
as an Aid to Further Sales 


Tinker Employs Newspapers to Aid Him in Carry- 


ing Demonstration Into 


ERFORMANCE records are a 
most valuable aid to the conduct 
of a business. They give the pros- 
pective customer an opportunity to 
check up on the statements and per- 
formances of the advertiser should 


he desire to do so. , 
So far the warm air furnace in- 


Prospects’ Homes 


staller has not been able to do a 
great deal of performance adver- 
tising, because he has had no definite 
and convincing records to present to 
the prospective home owner in his 
advertisements. 

The Liberty Specialty Company, 
527 East Main Road, Conneaut, 





SPNKERGEA 
CAN’T BE BEAT 





Upon completion of the installation of a Warm 





Air Heating Plant in the Residence of A. L. Hahn, 
154 Nickel Plate Ave., a test was made on March 4th, 
1926, of the temperature at the Ceiling, Breathing 
Line and Fioor, in four rooms on the first floor, tak- 
ing 10 minutes reading of the thermometers in each 


instance. 


Kitchen Dining Room Front Room Reception Hall 
Ceiling ...... - Pe ap Pe: ae 71° 
Breathing Line 70°.... 71‘ ........ ee ey F 69° 
tl eae A ESSE 64° 


These tests were made with Mr. A. L. Hahn, and 
Mr. Arthur E. Towne present. This shows the way 
modern Warm Air installations function today in 
comparison with the old Hot Air Plants. 





Telephone 1143-Main 





Warm Air Heating and Ventilating Specialists 


Performance Record Advertisement Used by Liberty Specialty Company, 


Conneaut, Ohio 
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Ohio, has evolved an effective meth- 
od of presenting definite perform- 
ance and operating records to his 
prospective customer. The method 
is shown in the accompanying illus- 
tration. 

In order to more effectively sell 
his customer, as well as himself, 
A. C. Tinker, manager of the Lib- 
erty Specialty Company, decided to 
make~some temperature tests that 
would give him a basis from which 
to start in selling warm air heating 
plants. 

Therefore when he had completed 
the installation of the plant men- 
tioned, he took temperature read- 
ings as outlined. These actual tem- 
peratures obtained he used in a 
newspaper advertisement. Later 
copies of the ad could be mailed out 
with a circular letter to a selected 
list of prospective customers calling 
attention to the performance record. 

In this way Mr. Tinker is able 
not only to present a cross-section 
of a performance record of the heat- 
ing plant which he sells, but he is 
able to do this over the signature of 
the owner of the house in which the 
furnace was installed, which is in- 
deed an advantage. 

The record as shown gives an 
average temperature in the kitchen 
of 69.6 degrees; dining room, 72 
degrees; front room, 67.6 degrees; 
reception hall, 68 degrees. 

It would have added a great deal 
to have included in the ad a refer- 
ence to the Standard Furnace Code 
or its use. 

Advertising of this character, 
when properly done, cannot fail to 
produce results favorable to the 
dealer. The warm air heating plant 
is unquestionably the best method 
of heating the home. It remains for 
the industry to acquaint the home 
owner of that fact. Demonstrating 
actual performance is the most effec- 
tive way to do that and the method 
employed by Mr. Tinker is the next 


‘ thing to the demonstration. 


There is very little that can cir- 
cumvent the facts gleaned from ac- 
tual performance. They stand as 
the rock of Gibraltar. More fur- 
nace men should employ this means. 
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American Hardware Manufacturers and 


Southern Jobbers Meet at Atlanta,Georgia 
Business Conditions Look Favorable — Jobber 


ORE than 500 hardware men 
from all sections of the coun- 

try were in Atlanta Tuesday for the 
joint opening meeting of the South- 
ern Hardware Jobbers’ Association 
and the American Hardware Man- 
ufacturers’ Association Tuesday 
evening at 8:30 o’clock in the ball- 
room of the Atlanta Biltmore hotel. 

Mark Lyons, of Mobile, Presi- 
dent of the southern organization, 
called the session to order and pre- 
sided during the evening, introduc- 
ing Mayor Sims, who delivered the 
address of welcome; President S. 
Horace Disston, of the American 
Hardware Manufacturers Associa- 
tion, and a number of other speak- 
ers, discussed conditions in the hard- 
ware industry. 

One of the chief features of the 
business session Tuesday evening 
was the report of the development 
and progress of the hardware coun- 
cil, which was organized a year ago 
and is represented’ by prominent 
hardware men of the United States. 


The purpose of the joint meeting 
is to bring together the “‘makers and 
users” of hardware and supplies, 
that they may exchange ideas and 
discuss problems of the trade, in an 
effort to bring each other closer to- 
gether in codperation and interest 
in their business. 

Business conditions in the hard- 
ware industry were reviewed by W. 
D. Biggers. Mr. Biggers said in 
part: 

“Practically all business leaders 
look favorably on present conditions 
and a continuation of good business. 

“Jobbers and dealers are carrying 
moderate stocks of merchandise, and 
principally goods that are always in 
demand. Very few merchants have 
any surplus stock on hand. This 
enables the merchant to turn his 
stock more frequently and to use his 
investment to better advantage. The 
unseasonable spring weather of the 





and Dealer Merchandise Stocks Only Moderate 





past six or eight weeks has had the 
effect of somewhat of lessening the 
seasonable demand. These condi- 
tions, however, have not been so un- 
usual as to actually curtail demand, 
but rather means a later business 
than usual on seasonal goods. 

“The general business conditions 
throughout the country are favor- 
able, and fundamentally conditions 
are sound. It is true that we have 
had some unpleasant experiences in 
Wall Street in the speculative ele- 





Mark Lyons 


President Southern Hardware 
Jobbers 


ment. The country needs more 
workers and less speculators, and 
the experience of the past few weeks 
should have a beneficial and sobering 
effect upon hundreds of business 
men. Just as an example to show 
that the actual business conditions 
of a firm have nothing whatever to 
do with the speculation in their 
stock: Dodge Brothers, the manu- 
facturers of the Dodge motor car 
and the Graham trucks during the 
first quarter of 1926 shows a sale 
of 70,599 units as compared with 
51,318 units in 1925. This is a gain 
of 37 per cent in sales, and yet dur- 
ing that same period their stock on 








the Wall Street market dropped 
from $44.00 to $28.00 per share. 

“Many of our large industries are 
working at peak production, for in- 
stance in the Detroit district the 
employment of the past week 
showed 251,578 workers as com- 
pared with 232,068 the same week 
of last year, and yet the last week 
showed a decline in workers of 7,708 
as compared with the previous 
week. This change of labor does 
not mean that these men are out of 
employment, because when our fac- 
tories let up in their peak operations 
the farms and railroads and other 
outdoor modes of work take up the 
men who have formerly been em- 
ployed in-doors in the factories. 

“We are coming to a season of 
the year when there will naturally 
be changes in various industries 
which have been working at peak 
production, and this is particularly 
true of those indystries who have 
seasonal lines of goods. These are 
all matters that have an influence on 
general business and simply indicate 
conditions as they exist at this time. 
Modern distribution shows the best 
and most satisfactory results from 
concentration of effort on a reduced 
number of lines. Standardization 
is being carefully studied, and in- 
creased sales can be had both by the 
manufacturer, jobber and dealer by 
eliminating sizes, kinds and finishes 
in various lines of merchandise that 
are not necessary. 

“We can do a very much larger 
and better volume of business on 
standardized and concentrated lines 
than on a great variety of duplicated 
lines. Many lines of merchandise 
should be studied as to the changes 
that are taking place. Old items of 


merchandise should be discarded for 
newer and better items that will 
serve the same purpose either at a 
less price, or items that can be more 
economically handled. 
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“In 1905 the first Norton grind- 
ing machine was sold to the auto- 
mobile industry, and that was when 
they were using horses and carriages 
on Fifth Avenue. Today Fifth Ave- 
nue and ‘Main Street’ is congested 
with automobile traffic. This change 
has necessitated a conference of 
manufacturers, distributors and 
users with the codperation of the 
Division of Simplified Practice of 
the Department of Commerce, and 
these three working in conjunction 
have effected a reduction of the va- 





F. D. Mitchell 


Secretary-Treasurer, American 
Hardware Manufacturers 


rieties of grinding wheels from 
750,200 varieties to 255300, and this 
simplified list of sizes is such as to 
make possible a saving to the indus- 
try of five million dollars a year. 
“Building construction is well un- 
der way, and while there is a de- 
clining tendency as compared with 
the peak of the previous year, yet 
there is a tremendous amount of 
building going on in all parts of the 
country, and individual territories 
should be watched closely for the 
benefits to be gained through the 
large volume in this industry. 
“Freight carloading shows conclu- 
sively that there is a large volume 
of business being moved week by 
week, and as this business is all prac- 
tically spot business very little of it 
is in the realm of speculative busi- 
ness; it should indicate that there is 


a good and healthy movement of all 
classes of merchandise. 

“Agricultural production, which 
always has to be reckoned with 
when studying general conditions, 
has been adjusted to such an extent 
that the farming industry as a whole 
is now in the best general position 
that it has been since 1920, and dur- 
ing the past year agriculture as a 
whole has made further progress 
towards normal stability. Farmers 
have paid off a substantial amount 
of indebtedness, and an increased 
sale of fertilizers, machinery and 
building materials indicates that the 
farm has been more productive. 
Farmers by experience of former 
years have learned that it is neces- 
sary to diversify not only their crops 
but their method of farming, and 
while it is too early to predict what 
1926 will have in the way of crops 
yet the weather conditions of the 
last few weeks, which have looked 
unseasonable to some of us who de- 
sired quick turns of our merchan- 
dise, may find that this has been in 
a general way of great benefit to 
the farmer and fruit grower, which 
in the end will bring greater pros- 
perity to all lines of business, for 
after all, manufacturer, jobber or 
retailer cannot hope to prosper un- 
less the farms show a_ bountiful 
yield. 

“Changes in business should be 
carefully watched and carefully con- 
sidered. I quote a paragraph from 
the ‘Nation’s Business’ on _ this 
subject : 

“ ‘Viewing the entire situation with 
as much detachment as is humanly 
possible, it may be said that while 
a record business for the time of the 
year was probably done, the margin 
of profit was small, first, because of 
the intense competition developed 
and second, because of changes in 
channels through which a great deal 
of the business flowed.’ 

“This refers to the business being 
done through the department stores, 
chain stores and mail order houses. 
All of these things have to be taken 
into consideration; their methods 
studied so as to see wherein they. 
conflict and what can be done to 
meet that class of competition. 
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“To show changes in industry, in 
1887 in West Street, New York, 
there was a line of telegraph poles 
carrying 25 cross arms with 250 
wires. Today these wires are all 
underground and the Bell system 
has $524,000,000 invested in under- 
ground conduits and cables that con- 
tain thirty million miles of wire. 

“On the subject of general pros- 
perity I want to say that the Amer- 
ican worker is drunk with prosper- 
ity, not drunk from ‘booze.’ The 
worker and his family have more 
time, more opportunity and greater 
means to enjoy the comforts and 
pleasures of life than they have ever 
had in the past or than they have 
in any other country. 

“A country editor was once criti- 
cised for what he published and he 
retorted by saying, ‘You ought to 
see what I did not publish.’ I feel 
much like this country editor—to 
cover in ten or fifteen minutes what 
the business conditions are is such a 
difficult matter that what I am leav- 











John Donnan 


Secretary-Treasurer Southern 
Hardware Jobbers 


ing unsaid is the most important 
part of my talk.” 
Council Reports. 

The hardware council, which was 
originated as a body to consider the 
big problems in hardware manufac- 
turing and selling, will make its first 
report during the sessions this week. 

The council is composed of repre- 
sentatives of the National Hardware 
Association, South Hardware and 
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Jobbers’ Association, National Re- 
tail Hardware and the American 
Hardware Manufacturers’ Associa- 
tions. Members of these associa- 
tions from time to time are mailed 
the conclusions reached by the coun- 
cil on the business problems and 
conditions which they study. 

It meets twice'a year and studies 
such problems as: Investigation of 
installment selling, chain stores and 
distribution costs, service not de- 
manded by consumers, distressed 
merchandising, selling helps, over- 
production and over-selling, busi- 
ness management, future of the 
small store, improved authentic 
texts, distribution margin, tax legis- 
lation, price maintenance and other 
problems. 

The first business sessions were 
held Wednesday morning when the 
two associations met first in sep- 
arate session and later in the day in 
joint session. 

At the joint sessions the delegates 
heard addresses on “Do We In- 
crease Our Business or Our Profits 
by Making Cut Prices?” and “Will 
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Intelligent Service and Quality 
Goods Retain Customers?” Speak- 
ers will include J. P. McKinney, 
Jr., of Pittsburgh, Pa.; J. W. Tabor 
of Waco, Texas, and A. E. Alver- 
son, of Rockford, Illinois. 

Thursday’s session began at 11 :30 
o'clock with addresses on the possi- 
bilities of the southern automotive 
market, and the manufacturer’s re- 
sponsibilities to the jobber and re- 
tailer. Speakers included T. W. 
McAllister, R. L. Bidez, of Mobile, 
and Houston Dudley, of Nashville. 
Frank L. Campbell and John M. 
Williams presided. 

The officers 
Southern Hardware Jobbers are as 
follows: President, Mark Lyons; 
First Vice-President, L. M. Strat- 
ton; Second Vice-President, John L. 
Keith. Executive Committee, C. H. 
Ireland, B. Morrison, R. J. Ogillbie, 
T. R. Frazer. The next meeting 
place will be Memphis. 


elected for the 


Resolutions of thanks were passed 
to the local entertainment committee, 
the local papers and the hotels. 


Old Guard Southern Hardware 
Salesmen Have Good Time at Atlanta 


Mourn Loss of Some of Its Mem- 
bers Since Meeting Year Ago 


HE Old Guard Southern Hard- 

ware Salesmen’s Association 
met in convention at the Atlanta 
Biltmore Hotel this week during the 
joint meeting of the Southern Hard- 
ware Jobbers and the American 
Hardware Manufacturers’ Associa- 
tion. 

The Old Guard Southern Sales- 
men’s Association was formed for 
the purpose of promoting good fel- 
lowship and higher ideals in the 
hardware industry. Its membership 
is limited to 100 salesmen. This 
number is maintained at all times. 
At the death of a member, a new 
member is elected from the applica- 
tion for membership list. 

The organization is composed of 
a fine body of men who are intense- 
ly interested in the welfare of the 
industry and its members. The con- 


ventions are always full of pep and 
visiting is the order of the day when 
these good fellows get together. The 
purpose of organization is not alto- 
gether social, however. A fund of 
money is kept on hand at all times 
for the purpose of assisting the 
widow of any member with the ex- 
penses incident to the death and 
burial of her husband. At the death 
of any member the secretary imme- 
diately draws a check for $250 and 
mails it to the widow or next of kin 
of the deceased. 

The organization has served a real 
purpose in the ranks of the hard- 
ware industry and it is most highly 
thought of in the entire trade. Its 
members are men of character, men 
of ideals and responsibility who are 
ever on the lookout for the best in- 
terests of the industry. 
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The election of officers resulted 
as follows: 
President: F. Herbert 
Providence, Rhode Island. 
First Vice-President: H. A. 
Dean, Rome, Georgia. 


Smith, 





R. P. Boyd, Secretary 


George 
H. Hillman, Nashville, Tennessee. 

Secretary: R. P. Boyd, Knox- 
ville, Tennessee. 


Second Vice-President: 


Executive Committee: William 


A. Corry, Covington, Kentucky; 
E. J. Newey, New York City; 
Thomas E. Parnell, Chattanooga, 


Tennessee; James T. Powell, New 
Britain, Connecticut; George E. 
Eddy, Baltimore, Maryland, and F. 


Guildener, Caronsville, Maryland. 


William Thomson, 
Pioneer Stove Maker, 
Dies at Philadelphia 


William Thomson, who was one 
of the pioneers of the stove indus- 
try, died at his home in Philadelphia 
recently, according to J. B. Borden, 
Vice President Borden Stove Com- 
pany. He was 86 years of age. Mr. 
Thomson was formerly in the stove 
business at 64 North Second Street, 
Philadelphia. 

He is survived by his daughter, 
Mrs. Robert S. Riggs, and two sons, 
Fred W. Thomson. 
He was a Civil War veteran, con- 
nected with the George G. Meade 


Jesse O. and 
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Post, a member of St. Albans Com- 
mandery, a Lu Lu Shriner and a 


member of the Friendly Sons of St. 


Patrick. 


Hardware Manufacturers’ Duty to 
Jobber and Retailer in Surplus 


Stock Distribution 


Has Also a Responsibility With Refer- 
ence to the Imperfect Merchandise 
By Houston Dub tey, Vice-President, Gray & Dudley Company 


HE manufacturer’s responsibil- 

ity to the jobber and retailer in 
the distribution of surplus stocks 
and imperfect merchandise is a re- 
sponsibility that should be assumed 
and not side-stepped. 

The manufacturer’ should coop- 
erate with the jobber and retailer in 
the distribution of both surplus 
- stocks and imperfect merchandise of 
his manufacture. We use the word 
“cooperate” advisedly, for it is a 
question of cooperation. The manu- 
facturer should not be held respon- 
sible for the surplus stock of the 
jobber or retailer. On the other 
hand, the manufacturer should, in 
every reasonable way possible, assist 
both the jobber and the retailer to 
dispose of their surplus stock with- 
out a loss to them and at a profit if 
possible. 

There are many ways in which 
the manufacturer can lend his co- 
operation to that end. In some in- 
stances, surplus stock may be on ac- 
count of the wrong sizes or style 
for that particular territory, in 
which case the manufacturer can 
and should help the jobber or re- 
tailer sell these sizes in some other 
market where there is a demand for 
them. 

The best asset of a manufacturer 
is a Satisfied customer. 

A manufacturer, however, should 
not make broad guarantees or state- 
ments that would not be practical 
for him to live up to and that would 
lay himself liable to be imposed 
upon by either the jobber or the re- 
tailer. My experience has been that 





*Address by Houston Dudley before 
delegates of American Hardware Manu- 
facturers’ Association in convention at 
Atlanta, Georgia, May 4 to 7, 1926. 


the manufacturer who cooperates 
with the jobber on a reasonable 
basis is the most successful, loses 
less customers by misunderstandings 
and keeps his line in with that par- 
ticular dealer. 

By cooperation I mean to say in 
the event the jobber or dealer has 
some surplus stock, the jobber or 
dealer should know he has the privi- 
lege of, in fact should not hesitate 
to call on the manufacturer to help 
him dispose of it. That particular 
jobber or dealer should not ship the 
merchandise back to the manufac- 
turer without the manufacturer's 
consent, requesting a credit memo- 
randum. No, that we would con- 
sider it altogether unreasonable and 
out of order. In fact, we are op- 
posed to manufacturers rendering 
credit memorandums. We favor re- 
placements rather than credit memo- 
randums. If, therefore, a manufac- 
turer should arrange to take the 
surplus stock off the hands of any 
one of his customers, he should, of 
course, ship other sizes or other 
merchandise in the place of same 
and the transportation charges 
should be at the expense of the 
dealer. 


Styles or pattern sometimes 
change, like ladies’ hats, in certain 
sections and it happens that a jobber 
will occasionally find himself over- 
stocked on some particular style or 
line of merchandise that has quit 
selling on account of some new pat- 
tern having been introduced in his 
territory. In that event the manu- 
facturer from whom he bought the 
merchandise should, if practical, 
take up the old style and ship the 
new, the jobber paying transporta- 
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tion charges, assuming of course 
that the manufacturer can sell the 
old style merchandise in some other 
territory. We consider this a good 
opportunity for that maunfacturer 
to give a little demonstration on his 
part of his desire to cooperate with 
the jobber. 

Now as to imperfect merchan- 
dise, it goes without argument that 
a manufacturer should replace any 
imperfect merchandise of his manu- 
facture, in the hands of either the 
jobber or the retailer, provided and 
assuming of course that the imper- 
fection means a defect in the manu- 
facture of the article. There should 
be no argument about furnishing a 
perfect piece of merchandise for an 
imperfect piece, assuming of course 
the imperfection is the fault of the 
manufacturer. 

There is, however, a possibility— 
I might say probability—of the 
manufacturer being imposed upon 
unless he protects himself to the ex- 
tent of making it very clear just 
what kind of guarantee he really 
gives on the merchandise he manu- 
factures. 

Those of us engaged in the manu- 
facture of stoves and ranges take 
the position that all cook stoves and 
ranges cook. Some of them cook a 
meal a little quicker than others, 
some of them use a little less fuel 
than others, but they all cook ; there- 
fore, none of the stove manufactur- 
ers ever allow a jobber or retailer 
to return a cook stove or range on 
account of the fact same not cook- 
ing satisfactorily. We know that 
they do cook satisfactorily when 
they are correctly put together and 
connected up to a flue or chimney 
that is properly constructed. Here 
again I wish to state that we do not 
believe in sending credit memoran- 
dums in the event a stove or any 
other article is returned to the 
manufacturer. We suggest a re- 
placement with a new one or repair 
the old one and return it to the 
dealer “no charge” instead of send- 
ing a credit memorandum. 

I suggest the manufacturers of 
other lines adopt the plan that we 
stove manufacturers have adopted 
with reference to so-called imper- 
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fect or unsatisfactory merchandise. 
The stove association has had print- 
ed under the name and address of 
the association a circular explaining 
in detail the usual reasons why a 
stove does not seemingly operate 
satisfactorily. They furnish illus- 
trations in this circular of stoves 
connected up to a chimney that will 
not at any time ever operate satis- 
factorily on account of the con- 
struction of the chimney. In fact, 
this circular deals with almost every 
complaint imaginable with reference 
to a cook stove or range not oper- 
ating satisfactorily and explains why 
and how the trouble can be corrected 
by the party using the stove by fol- 
lowing the instructions set out in 
this circular as to the setting up, 
flue construction, etc. 

Now the important statement in 
this circular is that all stoves and 
ranges manufactured by all of the 
manufacturers do cook and cook sat- 
isfactorily when they are correctly 
set up and connected up to a flue 
that is properly constructed. We 
stove manufacturers therefore use 
these circulars when answering 
complaints, and in as much as the 
circular was gotten up by the asso- 
ciation, it is accepted as authority on 
the subject and it is not therefore 
necessary for the manufacturer 
using this circular to state in plain 
English to these customers that it is 
.not the manufacturer’s fault, for 
the circular will give that informa- 
tion. 

We suggest therefore a statement 
or circular of this kind be gotten up 
by other manufacturers in other 
lines, explaining how and why their 
merchandise can be used satisfac- 
torily and explaining, of course, how 
it can be abused. 

Those of our members manufac- 
turing pocket knives do not, of 
course, guarantee pocket knives to 
make a good screw driver or can 
opener. In fact, manufacturers of 
good can openers do not guarantee 


can opener to make a good screw . 


driver. Furthermore, manufactur- 
ers of good screw drivers do not 
guarantee same to be good cold 
chisel, etc. 

In other words, gentlemen, we 


manufacturers should deal with the 
jobbers on a liberal cooperative plan. 
We should not, however, replace 
our pocket knives when they have 
been used as screw drivers or our 
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axes when they have been used as 
rock hammers, remembering always 
that our best asset is a satisfied cus- 
tomer. Use judgment in the re- 


placement of goods. 


Synopsis of Program for Annual 
Hardware Congress 


To Be Held in Indianapolis, 
Indiana June 21 to 24 


IVISIONAL themes: Some 
Current Trends; Problems of 
the Day; Forcing Sales to Increase 
Volume; The Problem of Service ; 
Merchandising Team-work; Busi- 
ness Policies ; Diligence in Business. 
One full session of three hours 
will be given to the study of each of 
these divisional themes. It will be 
introduced by a man who can speak 
with authority on the subject in an 
address of thirty to forty-five min- 
utes. The remaining period will be 
devoted wholly to open form discus- 
sion by the convention of all the 
component factors involved in the 
session’s theme. 

“Some Current Trends.”—The 
studies under this title will consider 
the economic and kindred changes 
of the past dozen years; the domi- 
nance of style, pleasure, vanity and 
appetite appeals as compared with 
interest in service goods ; the evolu- 
tion and results of high pressure 
selling methods; hand - to - mouth 
buying and its causes ; psychological 
effect of general conditions and the 
modern buying impulses which have 
been stimulated. 

“Problems of the Day.”—This 
discussion will naturally cover .such 
factors as catalog house, chain store 
and canvassing competition ; the so- 
called underground selling by manu- 
facturers and wholesalers which is 
so detrimental to the retail trade; 
the general effect of special price 
concessions to large buyers ; the dis- 


posal of “seconds,” “close-outs” and - 


“over-stocks” through other than 
regular channels ; jobber competition 
and the generally current desire to 
“buy at wholesale”; the trend of 
current demand for “quality” goods ; 
high merchandise costs and low 


margins ; essential and non-essential 
service; quantity buying as a pos- 
sible solution of the competitive 
problem. 

“Forcing Sales to Increase Vol- 
ume.”—The general effect of the 
tendency of manufacturers and 
wholesalers to seek outlets through 
a multiplicity of channels. 

“The Problem of 
What factors constitute service in 
the mind of the modern buyer ? How 
does such buyer measure the value 


Service.” — 


of service ? 

“Merchandising Team - work.”— 
Hardware distribution as a joint en- 
terprise of manufacturer, wholesaler 
and retailer; the importance of co- 
operation among hardware mer- 
chants; need of team-work by all 
local merchants that the communi- 
ty’s merchandising service may be 
maintained at high standard, since 
the individual is dependent on the 
group. 

“Business Policies.” — An _ out- 
lining of policies, methods and pro- 
gram by which hardware retailers 
can best solve the problems incurred 
by their craft and enhance the im- 
portance of their position as com- 
munity purchasing agents. 

“Diligence in Business.’ —A sum- 
ming up of the convention discus- 
sions, with suggestions of future 
possibilities and necessities, and an 
inspirational urge to intelligent and 
energetic action in the performance 
of the retailing function. 

We would like to have you send 
us news items on current happen- 
ings in the hardware industry. Send 
in your local hardware ads. We can 
use some good stove news as well. 
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Southeastern Retail Hardware and Im- 
plement Association, (composed of Ala- 
bama, Florida, Georgia and Tennessee) 
Convention and Exhibition, Atlanta, 
ae me 11 and 12, 1926. Wal- 

lan, retary, 701 Grand Theatre 
Building, Atlanta. 

Panhandle Hardware and Implement 
Association, Amarillo Hotel, Amarillo, 
May 10, 11, and 12, 1926. C. L. Thomp- 
son, Secretary-Treasurer, Canyon. 

National Association of Stove Manu- 
facturers, Astor Hotel, New York City, 
May 12 and 13, 1926. Allen W. Wil- 
liams, Secretary, 52 West Gay Street, 
Columbus, Ohio. 

Metal Branch of National Hardware 
Association, Gibson Hotel, Cincinnati, 
Ohio, May 13 and 14, 1926. W. H. 
Donlevy, Chairman, 1014 Cherry 
Street, Philadelphia, Pennsylvania. 


Arkansas Retail Hardware Associa- 

rage — _—s ne a a 
Little Bock ut 
ie tS Bollite. 

Western Warm Air ts and 
Supply Association mid-year meeting, 
Sherman House, Chicago, May 21 and 
22. Secretary John Hussie, 2407 
Cumming Street, Omaha, Nebraska. 

Kentucky Sheet Metal and Roofing 
Contractors’ Association, Kentucky Ho- 
tel, Louisville, May 24, 1926. O. E. 
Hutchison, Secretary, 1526 Christy Ave- 
nue, Louisville. 

National Association of Sheet Meta) 
Contractors, Louisville, Kentucky, May 
24 to 28, 1926. Edwin L. Seabrook, Sec- 
retary, 608 East Chestnut Street, Phila- 
delphia, Pennsylvania. 

American Society of Heating and 
Ventilating Engineers, Lexington, Ken- 
tucky, May 26 to 28, 1926. A. V. Hutch- 
inson, Manager of Publications, 29 West 
39th Street, Aurora, Illinois. 

Carolinss Hardware Association. 
Raleigh, North Carolina, June 8 to 10, 
1926. A. R. Craig, Secretary, 717-18 
Commercial Bank Building, Charlotte, 
North Carolina. 

Mississippi Retail Hardware and Im- 

ne. Biloxi, June 21, 22 
Guy Nason, Secretary 
——— 


National Retail Hardware Associa- 
tion 27th Annual Congress, June 21 to 
24, 1926. Herbert P. Sheets, Secretary, 
915 Meyer Kiser Blidg., Indianapolis, 
Indiana. 
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Illinois. 
Hamil Veach and Charles Dunham 
have opened a hardware store at 


Macomb. 
Indiana. 

Moore and Kemple Hardware of La- 
fayette have sold out to George W. Bax- 
ter and Clifford J. Todd. 

Sharp Hardware Company of Milford 
has been incorporated with a capital of 

Incorporators are: Lloyd L. 
Harlan H. Sharp, Thomas L. 


’ 
Rurris, 
Sharp. 


Michigan. 

Ted Schubel and Manford Watt have 
purchased the interest of E. U. Lewis 
and Company in their hardware at Port 
Austin. 

Minnesota. 

J. G. Thurlow and Son are erecting a 
hardware store at Nisswa. 

The Gibbs and Wakefield Hardware 
Company of Wazata has been destroyed 
by fire. The loss is estimated at $15,000. 

Montana. 

The Helena Hardware Store at 316 
South Main Street, Helena, has been 
destroyed by fire. 

Nebraska. 

B. A. Gietzen has sold his hardware 
business at Columbus to G. E. Jones. 

Ralph Soderstrom has purchased an 
interest in the Conroy Brothers Hard- 
ware business at Sheldon. 

B. A. Geitzen has sold his hardware 
store at Lincoln to G. E. Jones. 


North Dakota. 


The Lovell Brothers Hardware Store 
at Beach has been sold to W. W. Mills. 


Ohio. 
Glen Holdren has opened a hardware 
store at Good Hope. 


Wisconsin. 


Boulder Junction Lumber and Supply 
Company have opened a general hard- 
ware business at Boulder Junction. 

Hayward Hardware Company of Hay- 
ward will have temporary quarters at 
the Eagle Hall, and will put in a new 
stock of hardware. 

F. A. Craig of Apple River, Illinois, 
has purchased the interest of Fred H. 
Hughes in the Hughes and Raisel Hard- 
ware Store at Darlington. 

Gail Davis has sold his interest in the 
Davis and Bonna Hardware Company at 
Hayward. 

T. C. Wood has moved his hardware 
store at Rhinelander to 24 South Brown 
Street. 

The Krueger Hardware Company has 
purchased the Masonic property on 
South Commercial Street, Neenah, and 
will erect a store there. 

Haumerson Brothers have sold their 
hardware business at Fort Atkinson to 
George Lohmaier and Ernie Gebhardt. 





Cc. D. Salyers, Carrollton, 
Kentucky, Dies After Long 
Hardware and Sheet Metal Career 


C. D. Salyers, widely known 
among old-timers in hardware in 
Ohio, Indiana and Kentucky, died 
on May 1 at the home of his son 
in Carrollton, Kentucky, after more 
than sixty years in the hardware 
and sheet metal contracting busi- 
ness. He is survived by one son, 
W. L. Salyers, who represents 
Moore Bros. Company in the South ; 
two brothers, T. D. and R. F. Sal- 
yers, who are engaged in the hard- 
ware business in San Diego, Cali- 
fornia, and by a sister, Mrs. G. B. 
Cockrell, of Cumberland Gap, Ten- 
nessee. 
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Few Buyers Now in 
Market for Speculative 
Houses 

The warm air furnace dealer who 
complains that speculative builders 
are interested in price only when 
buying heating systems (and there 
are many who make that complaint) 
is missing a real opportunity, ac- 
cording to Furnace Installer. ° 

Building is fast coming into a 
period of keen competition. There 
are fewer buyers on the market for 
speculative houses. Consequently 
builders must meet the wishes of 
their customers more carefully. As 
competition increases, buyers be- 
come more exacting and builders 
must have stronger sales arguments. 

Can you think of any stronger 
sales argument for a builder than to 
be able to say that his houses have 
guaranteed heat ? 

No! Neither can a builder. 


The furnace dealer who gives a 
speculative builder a low price for 
installing a heating system that he 
knows is not up to Standard Code 
requirements, just because he fears 
he might lose the business is not 
only wasting his time and money but 
he is letting the builder place him in 
a false position, to say nothing of 
opening the way for future trouble 
and a loss of business. 

When the dealer explains to a 
builder how a good heating system 
in a house increases its salability and 
how a little extra money spent for 
a Standard Code job doubles itself 
several times in the final price of the 
house, in the majority of cases, he 
can convince the builder and make 
a profitable business. 

Most builders know very little 
about heating. Nor do the majority 
of them realize what a strong sales 
argument they have when they in- 
stall good heating systems in their 
houses. Furnace dealers must edu- 
cate them on this point. They should 
explain the increased value that a 


. Code job adds to a house. If they 


fail to grasp this opportunity, they 
lose the chance of developing a 
phase of the furnace business that is 
now often unsatisfactory, but which 
can be made profitable. 
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‘A Roofing Tin 
with a 35 Year Record 
for Durability 


N all parts of the country 
there are buildings on which 
Wheeling Roofing Tin has given 
uninterrupted service for more 
than a quarter century. 

It has served well and its service 
has earned a good name nation- 
ally known among architects, 
builders and sheet metal workers 
—in fact, among all who have 
learned of its economy and dura- 
bility from its actual use. 

In this Roofing Tin of finest 


Open Hearth Copper-Alloy Steel 
base (Chio Metal) with heavy and 
uniform weight of Terne coating, 
nothing is omitted to insure the 
results in a finished roof thatecon- 
omy and good sense demand. 

For permanence and economy 
use Wheeling 47 or 40 pound 
plates, made of Copper-Alloy 
Steel (Ohio Metal) uniformly and 
fully coated with new tin and 
new lead by the Wheeling hand- 
dipping process. 


WHEELING CORRUGATING COMPANY, WHEELING, W. VA. 


PHILADELPHIA 
KANSAS CITY 


NEW YORK 
ST. LOUIS 


W) 


eeling 


—-— ($s. 


ea 
CORRUGATING COMPANY ‘= 


MINNEAPOLIS 
RICHMOND 


ng 


CHATTANOOGA 
CHICAGO 





Say you saw it in AMBRICAN ARTISAN—Thank you! 








Steel Market Letdown Mild—May Starts 


Off With Some Elements of Better Activity 


Pig Iron Activity Confined to Moderate Size 
Lots — Non-Ferrous Prices Fairly Steady 


OLLOWING the relaxing of 

the iron and steel market which 
ran through the month of April, 
May has started off with less evi- 
dence of general sagging while some 
elements of improvement, at least in 
sentiment, are developing. 


Pittsburgh sees indications this 
week that buyers have worked off 
tonnage taken in March against 
April needs and again are coming 
into the market with fresh commit- 
ments. 


Chicago has detected some symp- 
toms pointing to the low point in the 
recent dip having been passed. 


Specifications with the leading in- 
terest there again are above ship- 
ments, though only slightly. 


Lafge producers in New York 
territory booked 5 per cent more 
tonnage in April than in March. 


The market as a whole lacks ani- 
mation and there is considerable 
show of hesitation among buyers in 
some lines but apparently the ab- 
sorption of tonnage for many pur- 
poses still is on a high plane. 


Prices in several lines of steel 
while soft do not appear to be weak- 
ening further. 

Sheets show more deviations and 
a wider general range. Strip is bet- 
ter held. Plates seem steadier again. 


Copper. 

This metal has eased off slightly 
and whereas as high as 14 cents de- 
livered Connecticut was asked by 
some producers, this price had dis- 
appeared today and the market ap- 
peared to be fixed at 13.87% cents. 

Of outstanding importance in the 
copper market during the past week 
has been the increase in copper 
freight rates to become effective in 
June. 

That the proposed copper export 
association now is a surety is seen 
in the fact that a number of Amer- 
ican copper men during the past few 


days have sailed for Europe to 
study the market there for the pro- 
posed association. 
Zinc. 

Some sellers have been trying to 
make a market in this metal and as 
a result prices have weakened 


. slightly. 


At the moment prompt June metal 
is held at 6.70 cents to 6.75 cents, 
East St. Louis, around which level 
it has been held for the past week. 
Lead. 

The American Smelting & Refin- 
ing Co. has held to its price of 7.85 
cents, New York, despite the fact 
that early last week the open mar- 
ket went up to 7.95 cents. 

This latter price was not held, 
however, and today the open mar- 
ket again is back to 7.85 cents, New 
York, and 7.65 cents to 7.70 cents 
East St. Louis. 

The market is fairly steady. 

Tin. 

Higher prices are predicted with 
a squeeze in early supplies of metal 
still reported. 

The labor situation in Europe also 
is expected to be a factor for 
strength in this market and in fact 


at the moment such influence already 
has been felt. 


Spot Straits is held at 63 cents 
but future shipment from the Straits 
is down to 58.87% cents. 

Pig Iron. 

Pig iron buyers remain out of the 
market. 

Many foundries are experiencing 
a reduced demand. for castings and 
are cutting operating schedules. 

One or two sellers, however, note 
an increase in spot buying in direc- 
tions where no iron was sold 
throughout April. These orders 
usually are for 100 or 150 tons of 
foundry or malleable, with a few 
500-ton lots. 

Nineteen dollars, valley, still is 


quoted on No. 2 foundry and malle- 
able. 

A few sales of 500 tons are noted 
in the Canton and Akron, Ohio, dis- 
tricts. Steel-making iron is un- 
changed, small lots of bessemer are 
bringing $19.50. 

Basic shows no life; the price is 
$18.50, valley. 

Shipments of both merchant iron 
and foundry coke by an important 
interest in the seven months ended 
with April were higher than in any 
previous 7-month period. 


May has opened at substantially 
the same rate as April. In the past 
few days inquiry for prompt: ship- 
ment, involving business ranging 
from a carload to several hundred 
tons, has increased. 

A southern Michigan stove maker 
has closed on 500 tons while a simi- 
lar inquiry from a similar interest 
is pending. Northern iron is hold- 
ing at $22, Chicago furnace for mal- 
leable and No. 2 foundry. 

At Birmingham the pig iron mar- 
ket continues quiet. 

Consumers are watching for a de- 
flection in the quotation of $22 base. 
Old Metals. 

Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $17.50 to $18.00; 
old iron axles, $25.50 to $26.00; 
steel springs, $18.50 to $19.00; No. 
1 wrought iron, $13.00 to $13.50; 
No. 1 cast, $15.50 to $16.00, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 9 cents ; zinc, 
5 cents, and cast aluminum, 19 
cents. 

Solder. 

Chicago warehouse prices on 
solder are as follows: Warranted 
50-50, $40.50; commercial 45-55, 
$38.00, and plumbers’, $35.50, all 
per 100 pounds. 
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UNISHEAR 





Portable and compact, Unishear cuts any 
flat stock quicker, better, cheaper—without 
burr, without distortion of material. Fol- 
lows any line exactly, stops accurately at 
any point. 


Needs but one operator even on largest 
work, straight or irregular. 


Operates from lamp socket or power cir- 
cuit. “General Electric Motor” any Volt- 
age or Cycle Available. 


Capacity 14 U. S. gage Sheet Steel. 


Speed fifteen feet 
per minute. 


Ask us to demon- 
strate this machine 
on your work. 


Dealers and Salesmen 
wanted in unassigned 
THE territory. 


UNISHEAR 


cutting out its own 
trademark of 14 gage 
eheet iron, illustrat- 
ing its wy to fol- 
low extre - 


7 
plicated 
notches, curves, 
angles. 


The Unishear Co., Inc. 


170 FIFTH AVENUE 
NEW YORK, N. Y. 





EVERYTHING USED IN 
SHEET METAL WORK 


A Complete Stock Insures 
Prompt Shipment 


In our warehouse you will find one of 
the most complete stocks in the country. 
Not only complete as to quantity but 
selected by men who have had many 
years of experience. 


There are 12 men in our employ who 
have been with us a total of 261 years— 
an average of 22 years per man. It is 
the knowledge resulting from this expe- 
rience that we offer you in Osborn 
Service. 


The JI. M. & L. A. OSBORN CO. 


INLAND “TEC” 
Master Brand Sheets 


Inland ‘‘TEC”’ Master Brand sheets are now 
available. The Master Brand mark signifies 
that the sheets bearing it have been manu- 
factured under the exacting specification of 
the Trade Extension Committee and are sub- 
ject to constant inspection and test. Inland 
Master Brand sheets carry a double assur- 
ance of uniform quality; each sheet also 
carries the Inland brand mark. 


INLAND STEEL COMPANY 
General Offices: 38 South Dearborn Street, Chicago 
Mills: Indiana Harbor, Ind., Chicago Heights, Iil., Milwaukee, Wis. 


Branch Offices and Representatives 
St. Paul Seattle St.Louis San Francisco Salt Lake City 
Milwaukee Kansas City New Orleans Los Angeles 


Mention AMERICAN ARTISAN in your reply—Thank yeu! 
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Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 








PIG IRON 
Chicago Foundry..........- $22 00 
Southern Fdy., No. 2, 27 01 28 01 
Lake Superior Charcoal.... 29 04 
Malleable ..... ee a 22 00 
FIRST quasars BRIGHT 
PLATES 
Ic sense 112 sheets. ..$25 10 
Ix ton 4006eeedee 29 60 
Ixx dont 56 sheets. 16 20 
IxXxx rere 17 55 
EE” Ws s 00d becceces 18 96 
TERNE PLATES 

Per Box 
IC 20x28, 40-lb. 112 sheets $27 90 
IX 20x28, 40-Ib. “ " 30 90 
IC 20x28, 25-lb. “ = 22 20 
IX 20x28, 25-lb. “ - 25 20 
IC 20x28, 20-lb. “ S 20 26 
IV 20x28, 20-lb. “ “i 23 00 
IC 20x28, 15-Ib. “ - 16 65 
IC 20x28, 12-Ib. a " 15 265 


“ARMCO” INGOT IRON PLATES 


No. 8 ga. up to and including 
% in.—100 Ibs............ 4 55 


COKE PLATES 
Cokes, 80 Ibs., base, 20x28..$12 60 
Cokes, 90 Ibs., base, 20x28.. 12 80 
Cokes, 190 Ibs., base, 20x28.. 13 00 


Coke * bad Ibs., base, Ic 

DEE, cit dehe 04ers 6 bo css 13 30 
A 185 Ibs., base, IX 

Dn dn da 6.s eyed <0 15 70 
Cokes, 155 Ibs., base, 56 

SUE 56 Fic o6 5 6 5 oboe 0.6% 8 70 
Cokes, 175 Ibs., base, 56 

Ue LDOTAAT ETE a 9 66 
Cokes, 195 Ibs., base, 56 

SE GA se cccevcsec sees 10 40 

BLUE ANNEALED SHEETS 


Base 10 ga...... per 100 Ibs. $2 80 
“Armco” eT) ga..per 100 lbs. 4 00 


ONE PASS. COLD ROLLED 
BLACK 





No. 18-20 .......per100 Ibs. $3 30 
No. 22-24 ....... per 100 lbs. 8 85 
Oa ees per 100 Ibs. 3 90 
rn Bleckatecwase per 100 Ibs. 3 95 
: SG, cted eden per 100 lbs. 4 10 
SA «90. cesddaduen per 100 lbs. 4 10 
GALVANIZED 
“Armco” 28.....per 100 Ibs. $6 70 
No. 16 1 . 4 60 
No. 4 66 
No 4 80 
No 4 96 
No ‘ 5 10 
No. Se eouw . 6 26 
MN. Brocvcectodes per 100 lbs. 6 75 
BAR SOLDER 
Warranted 
ee. cdedk doen per 100 Ibs. 40 50 
Commercial 
ae per 100 Ibs. 38 00 
Plumbers ..... per 100 lbs. 35 50 
ZINC 
Se ORS sccriveundadtsdleces 8 60 
SHEET ZINC 
Cash Lots (600 Ibs.)...... 13 75 
GeOOe TOW cect ted cccscece 14 76 
BRASS 
Sheets, Chicago base....... 18%c 
a We” ahve des ee 0 trod oa 18%c 
Tubing, sonens base........ 27%ec 
Gs scp dtscde nee eam 19%ec 
Tee, DEED: occ weed cc terocccss 16%e 
COPPER 
Sheets, Chicago base....... 22%e 
ED nn ch nineee 0 eens 5d ee sie 
Tubing, seamless base...... 25 


b doar avon mca D2 & Gm 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR FURNACE 
FITTINGS AND ACCES.- 
SORIES. 


eee eee ee eee eee ee 


Full Coils..... per 100 Ibs. 14 00 
Cut Coils...... per 100 lbs. 14 25 


TIN 


eatiees car per 100 Ibs. 72 00 
ib uvecte per 100 lbs. 73 00 


Pig Tin 
Bar Tin 


Pa 


Ro 
Mill board 3/3 


Corrugated 
sp. ft. to per 
BRUSHES 
Hot Air Pipe Cleaning 
Bristle, with handle, each $v 86 


Flue Cleaning 
Steel Only, each 


(250 
-$6.00 per roll 


CEMENT, FURNACE 
American Seal, 5-lb. cans, net § 45 
American Seal, 50-Ib. cans, net 90 
American Seal, a aan Os 8 00 


Asbestos, 6-Ib. cama, woow- 46 
Pecora ........ -per ive Ibs. 7 61 


CHIMNEY TOPS 
= Complete Rev. & 


BD  sedoasiscasawseccare .80 
Iwan’s Iron Mountain ye 4 - 35 
Standard 30 40 


eee eee ewer 


CLINKER TONGS 


st — epee eddscvdes $ 76 
8 40 


ib. and heavier... . 
sees DOF Ib. 450 


eeereeeee 


Chicage Steel Bending 
Nos. 1 to 6B... --seeeee++ ++ Met 


COUPLING HORSF 
TeTTECECE Tey per dos 
CUT-OFFS 
Huehn’s Korrekt Kutoffs: 


lv., plain, round or eor. ra 
GREED 5 whine c'cceess 40 
Ee Sr 3204 
DAMPERS 
“Yankee” Hot Air 
7 inch, each 20c, dos....... $1 75 
each 26c, doz....... 40 
9 inch, each 380c, doz....... 2 75 
10 inch, each %2c, doz....... 00 
Smoke Pipe 
7 inch, each bes tateeeas $ 86 
Pre 40 
SRE, GOORe vic ccccsicccces 60 
10 imch, each..........----05 60 
12 inch, Sbdenebdeos560% . cae 
Reversible Oheck 
8 inch, each.......... er 
9 inch. each....... avtancod 1 Te 


Iwan’s Split Handle 
reka 


(Bu ) 
4-ft. Handle...per dos. we p+ 


7-ft. Handle...per doz. 
Iwan’s Hercules pattern, 
BOP GOS. ceccecccccces woes 14 00 


EAVES TROUGH 
Galv. Crimpedge, crated..75 & 6% 


Conductor Pipe Milcor. 
Galv., a ~ or corrugated, 
veund fa Crimp. 


sta ¢ aL nie6066 Voece -.- 65% 

= — Sa 6edones -oooera 

-G — Gigeeeeeasesgegeee: | 
Square Corrugated 

dard Gauge ........ . -60 

No. 28 Gauge ..... Per 

26 Ga40< se subhtete -- 30% 
Portico Elbows 


Standard Ga Conductor Pi 
pate or caneugutel a 


ELBOWS—Stove Pipe 


1-plece Corrugated. Uniform Blue 
*“Milecor” No. 28 gauge. 


GOMER occ cccccncccccccsece --$1 15 
, oo no HEEL ee seeecesee 1 36 
VOMER occ cvcc coccvcscccces +. 1 765 





Ceimoh ....2.00.. wédedanesecs $1 00 
PERE 6 oc ctccccsedtcsdees -. 1 60 
Adjustable—Uniform Blue 
“Milcor” Ne. 28 Gauge. Uniform 

Blue. 
PED -Ancceeecesees een ccc cccte 
UE Bacvececncee ae oe tt 17 
FORGO cccdcccccvescascveveses +2 40 

WOOD FACES—s0% off list. 

FENCE 

726-6-12% (100 rods)..... $29 02 

1948-6-14% (100 rods)..... 44 08 
FILES AND RASP® 

yee Od funenee soaved 60-10% 

om 96 000e ehosergees 60-82 
Bisck * pidssosd 10-84 
DEED . manson coveseessee oes ee SO 
Great Western .............«. 50 
Kearney & Foot............ .-60 
WOME” nc kcntcdcsccboacwde 50% 
DDGEEEED: bine oe deen ccckbdauks 60 
Stmonds inne dee Vee b> dae bee 60 

FIRE POTS 


Otto Berns Co. 


East of west boundary line of 
Province of Manitoba Canada, 
No. Dakota, So. Dakota, Nebras- 
ka, Kansas, Oklahoma Amaril- 
lo, San Angelo and Laredo, 
TOMAS ceccccceces erry TT 65% 


West of above boundary 61% 
Clayten & beawqret 

Bast of boundary line of 

Province “fr Manitoba, Canada, 

No. Dakota, So. Dakota, e- 


braska, Oklahoma, 
arillo, San Angelo and Laredo, 


West of above boundary line 
dichvnn tend ited svt bapakanes¥O™ 


Geo. W. Diener Mfg. Ceo. Bs 
No. 02 Gasolene Torch, 1 


ne* gags? “spctbccoces<n 38 6 6 
0. » erosene, 

Gaso 1 -- 8 
wo io Tinnere Fe - 18 60 
Round 1 gal..... 12 ee 

dering Fur- 


ereee er eee eee eee 8 ee 
No.1 110 automatic 
Soldering Furnace..... 10 6¢@ 


Double Blast Mfg. Co. 
Gasolene, Nos. 25 and 36..609 


Quick Meal Steve Co, 
Vesuvius, F. O. B. St. Louis 306 
(Extra Disct. ~¥ large 
Ohas. A. Hones, Inc. 
Buzzer No. 1.....ssees008 
Buzzer No. 28. .ceseeseess 
Buzzer No. 22.......seaes 


Buzzer No. 4 
Buzzer No. 4 


GALVANIZED WARE 
ns vw (Galv. after made), 
10-4 


eeeeeeeeeree 


Sbacosceucehenen: coc 
10-qt. eeeeeee suaohauace ooo 36 
GLASS 
Single Stre A, 236-in. 
et 2. & eee |) ose 


qt, mateetveriey 
single et A, all 


brackets .... 
Double Strength sizes. . 83 
Tubs (Galv. after tng 

BO, Box cee ce reconccceceeseG8 gs 


No. Bu. vot ces eee ewer eeee 


Mileor Perfection Wire....46% 


Wire......18 
far 
Extension 1¢ 


Bell 
nyt plus. erties 


Milcor 
Milcor wine 
Milcor Mi 
List plus nl, gece OO 


HOOKS 
Box 
v. & B. No. 1, each.......80 38 
Conductor 


“Direct Drive” Wrought 
Iron for wood er brick,..15% 


Gay 
v. &@ R. No. 1, each......80 38 


.-per dos. $3 38 


Galvanized steel mitres, and 
caps, end pieces, outlets. ...30% 


ee. one piece stamped..404 


NAILS 
Cut seeeeee ocevesoenee 86 
Gut Irom... evasgcntosn 6 
Wire 
Common ..... ose veccevece : 18 
Cemert Coated ...... sae2 o 


(Continued on page 44) 
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Ventilator 


S of the rotable type and 


te eee ee ae 
. exon is scientifally correct 


It works per 
kinds” of weather a 
ence 32 por ant nee ee Se > 
tionary gy of a. Order 
from your for our 
catalog and — — 
Manufactured by 


STANDARD VENTILATOR CO. 


LEWISBURG, PA. 
eee 
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BERGER’S 
WROUGHT 
STAR EARS 


This is as fine an 
ear as can be made. 
Perfect, fine finish 
and nicely tinned. 
Write today for 
samples. 






























Furnished We can 







im gross — Jurnish sises 

ay or in 20, oy 40 
' stam 

suit the from sheet 

purchaser brass. 












Write today for our catalog which illustrates our complete line of ears 


BERGER BROS. CO. 


229 to 237 ARCH STREET 
WAREROOMS AND FACTORY: 100 = 114 BREAD STREET 
PHILADELPHIA, PA. 7 






























——EE 


PERFORATED METALS 


WU 


All Sizes and Shapes of Holes 
In Steel, Zinc, Brass, oat Tinplate, etc. 
For All Screening, Ventilating and Draining 
EVERYTHING IN PERFORATING METAL 


THE HARRINGTON & KING PERFORATING C 


If 


it’s made of Sheet 
Metal or it’s used 


in working Sheet 


Metal and 
You 


don't know where 

to get it— 

Write to the Notes and 

Queries Dept. of 
AMERICAN ARTISAN 























son 
ae 


Tasty, dignified designs, characterize H an Betas Ceilings 

and Sides. They're all easy to and install. Our 
- catalogue will show what we have to offer in 
original designs. Get a copy today. 


W. C. HOPSON CO. 


226 Etleworth Ave. Grand Rapads, Mich. 





















E make both kinds of gal- 
vanized shingles — hand 
dipped being stamped from prime 
tin plate and immersed one at a 
time in molten zinc and the other 
kind which are stamped from 
sheets already galvanized. 


We also make painted shingles— 
either red or green. 


” CORTRIGHT METAL ROOFING CO. 
SO N. 23rd Street, Philadelphia 
Chieage 






TD DD SP ed 


IT’S THE FURNACE 


for melting lead and heating 
soldering irons at same time 















ITTED with many improvements which 
are patented or have patents applied for. 
Ask for No. 40 catalog describing this fur- 
nace, also complete “ALWAYS RELIABLE” 
line of furnaces and torches 
Also a full line of plumbers’ tools 


Most jobbers stock. Others will order for you. 


Ne.ceo—1 Gaon OTTO BERNZ CO. INC., Newark, N. J. 


Offices in New York City, Chicago, Fort 
Worth, Denver, Helena, Mont., San 
Francisco, Los Angeles, Seattle 
and St. Thomas, Ont 


Gasoline-Kerosene 






EEE FI ID DD A ed Bed ed 





| Read the Wants and Sales Pages | 








When writing mention AMERICAN ARTISAN—Thank you! 
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ADVERTISERS’ INDEX Markets—Continued from page 42 











© gs . NETTING, POULTBY ROOFING 
The dash (—) indicates that the advertisement runs pa a, sien 
but i is i > dike cae diene Best grade, slate surt. prev'd Bo 
on a regular schedule does not appear in this issue etait +-48-¥8 rt. preva V8 & 
Pe Medium tale facodese sc cigt 
A M — Red Rosin Sheeting, per ton’ st 
Aeolus Dickinson Co. .......... — Marshalltown Heater Co. .... —  Asbestes Dry Paste: 
American Foundry & Furnace no areata ae rrr “t ig DOSES «sie 425s 0s OUR a a 
TO. cccesesencess $anpeeenen — May-Fiebeger Co. .........+- 35-Ib. Sagpes. ' $36 
American Furnace Co. ....... 9 Merchant & Evans Co. ....... — 10-Ib. — ewdtcesce *S & se 53 
American Rolling Mill Co. .... — Meyer Furnace Co., The...... 2 B-1D. DAG... +e ceeeeeess 65 7, rE per gross... | 
2%-1b. Seewiens 130 Ne. % % 6, per gross.. 
American Steel & Wire Co..... 47 Meyer Bros. Co., F., The.... — No. 14, , per gross... 83 
American Tube & Stamping Co. 10 Milwaukee Corr. Co..Back Cover PIP 
American Wood Register Co... — Monitor Furnace Co. ......... — Conductor SHEARS, TINNERS & 
AE BO. sk 6s taupe indore etee — Mt. Vernon Furn. & Mfg. Co.. — Cor. R4., Plain R4 or Sq. MACHINISTS’ 
Mueller Furnace Co, L. J.....-—- “Interlock” Galvanized Ving... cece sce eceeen ess SBR 
B Cratea ant nested (ol 65-24% Lemnox Throatiess 
Barnes Zinc Products Co...... -- N — «tess eeeeeees No. 18 = 
Cra’ and not nested o. ee eee eee ee eeeeeeteee 
Berger Bros. Co. .....-+++++> 43 National Enameling & Stamp- (all gauges) .........70-15% Shear biades ........-+.-1 
Berger Co., L. D. .....+-+0+:: ele n | Pt ROR — “Milcor”  “Titelock”’ Uniform ‘= % » Marshalltown, 
Bernz Co., Otto .....--ceeeeeee 43 New Jersey Zinc Sales Co., The Peerless Steel Squaring 
Mase GG, bcc sews vensssees -- ped sede ceakiate ot teb Front Cover Blue Stove Feot Power 
Brillion Furnace Co. ........- — Northwestern Stove Repair Co. 10 0 mom. § ee. S..S No. 1—80", 18 ga. cap.....15 
"een OS ll oe N 2—3¢" 18 
Burgess Soldering Furnace Co. — 23 inch 2. . ga. cap. 
oO Pelt any ee ee a mm Rat Sy 
Cc Oakland Fay. Co. ............ ~— a ini B"S 14 09 NO 4452", 16 gm ap. ..18 
Chicago Elbow Machine Co... 45 Osborn Co., The J. M. & L. A. 41 30 ga 5 inch U. Cast Iren Foot Power 


Chicago Furnace Supply Co... 9% 


Chicago Solder Co. ........-- — P Susier Ietein 
Clark-Smith Hardware Co.... 45 parker-Kalon Corp. ........... _ id or 7 inch U. C. 1 No. 100 Series, 2 Shaft Drive.) 
Clayton & Lambert Mfg. Co... 45 peck, H. EB. ........:02000+5 .. 50 mested ws.-.eeceeeesees 1800 Ne “gp 4a", 18 ga. cap...18% 
Cleveland Castings Pattern Co. 10 peck stow & Wilcox Co. ...... __ Teint Made up (No. ia Diy 3 Shaft Under 
Coes Wrench Co. .....-.-++ * — Pecora Paint Co. ............ _ 6-inch, 28 ga......per 100 33 60 4 ga. cap...15% 
Connors Paint Co., Wm. ..... 1® Peerless Foundry Co. ...... She to. va, 400 Serie eo Beriee, 3 3 Shaft Under 
Copper & Brass Research Peninsular Stove Co. ......... — Dou! bie = 77 A? @ ga. cap... 16% 
Association .......-+..++-6+ -- ~ se ens Ne. $13 372—72". 10 ga. cap...15% 
Cortright Metal Roofing Co. 43 single Wall Round = 600 Series, 3 Shaft Under. 
Cox Co., Abram .......+.+++. — Quick Meal Stove Co. ......... — enn See See ---8 me, cee—Or, ..16% 
D Quincy Pattern Co. .......... 10 ose SE 8 Oa ter Oe (No. 600 Serien, 3 nder- 
cor 0 ie 16 
Davis and Co., Inc., C. 8S. .... — R Pipe and Fittings........50% oe eee are, (eee aoe 
Dieckmann Co., Ferdinand..-- — Robinson Furnace Co. ........ — Lead SHOES 
pte ae! ana “~ Rock Island Register Co. .... — Per 100 lIbs............+-$123 60 Milcor 
joudle ° bce deco “—— Royal Ventilator Company .... — Galv. Std. 
Double-Duty Elbow Co. ...... Sete Wermnes Ca. Sac haRS POKERS, STOVE cofg. round fat crimp. .66 
Dreis & Krump Mfg. Co...... 45 Ryerson & Son, Inc. Jos. T..— Wr't Steel, str’t or bent, +} gauge sound = po St + 
. : ey ery Se —= ae 
Rybolt Heater Co. .......... — Nickel Plated, coil handles, Cond wreseeecseees ee OE 
E ceccecccceecesss DOF dos. 1 10 
Eaglesfield Ventilator Co. .... — Ss SNIPS, TINNERS’ 
Excelsior Steel Furn. Co...-.. 11 §ai; Mountain Co. ............ _ POKERS, FURNACE Clover Leaf 40 & 10% 
F Schwab & Sons, R. J. ........ we. MOGR cc cccccccccvccccsccces ° sosodee © iam 
Security Stove & Mfg. Co..... _- Milcor p eider edeaeaaee 
Fanner Mfg., Co. ..........+: — S. L. Products Co, ........... a PULLEYS 
Floral City Heater Co. ........ 8 Sheet Steel Trade Ex. Comm..— Furnace eee’. pee grees doz. $0 60 SQUARES 
Forest City Fdy. & Mfg. Co.. — . Special Chemicals Co. ....... — Furnace Screw ( Aaa 
Fox Furnace Co. ..........++- — Standard Fdy. & Mfg. Co.... 8 nace Screw (oncased) ™ rp yop PO 
Friedley-Voshardt Co. ........ — Standard Furn. & Supply Co... 6 Ventilating Register Mitre : Net 
Standard Ventilator Co........ 43 Per gress 900 Try ee alps be aa 
G Stearns Register Co. pa a pes L per se tg 20 eee eee eeeee ree: Seek — 
Gerock Bros. Mfg. Co. ........ — St. Louis Heating Co. ........ — Large, per pair........-- 60 and Mitre...............Net 
Granite City Steel Works ....— St. Louis Tech. ea 50 PUTTY s aiidacess ocall dos. sé oe 
Gray & Dudley Co. .......... 10 St. Clair Foundry Corp. ...... 4 snaied ? Winterbottom’s ..........- 104. 
Great Lakes Supply Co. ..... 45 Sturtevant Co. ................ —_ “SS papel po om a 48 - 40 
Success Heater Mfg. Co. ..... -- STOPPERS, FLUE 
wndiinedio ‘ Ln =e Gn T QUADBANTS Gomes grosecpaes Gem O8 ue 
ae a e-arnecn Malleable Iron Damper......10% Gem. eseseees per dos. 
Hart & Cooley Co. ........... — gayle Co. MOG. .....00..- €. * Gem, fiat. No. 8....per doz. 1 0» 
Heating Systems & Supply Co. — natcher Co. .............. i RS REDUCERS—Ovel Stove Pipe VENTILA 
Henry Furnace & Fdy. Co..... 6 Technical Products Co. ...... _— Per doz. aia 
Hero Furnace Co. .......+++++ — Tuttle & Bailey Mfg. Co __ %—6, 1 doz. in carton.......$2 00 Stamdard ..........--. 30 to 40% 
Hess-Snyder Co. .......+-+«: 7 ease BASEBOARD REGISTERS 
ee eo rs. hth a at U Dapeksber 2.00 cccccccccdseeveUO® Wins 
tte e eee ees eo Plain annealed wire, No. § 
Hopson Co., W. C. .......465 4g Unishear Co., The, Inc........ « FLOOR REGISTERS AND per 100 Ibe .............88 0 
Mewen Csi Ol Mis. oss wweeas 19 United States Register Co.... — BORDERS Galvanized 
Hussey Co., C. G.......... soc. @8 Uticn Heater Co. ..+.++-.-+. 5 Cast Iro Ps a | tia binsh "palate, - 
Vv Steel and Semi-Steel..-.....40 12- per 100 eq. ft.... 2 le 
. Vedder Pattern Works 10 Adjustable Geiling caste, Wire —gaivanined per 
Inland Steel Co. ...........4.. 41 ss nog =~ a el la VOMGARED « cccccevescocs sc MOE.*. SPT cots cc atutecteccs 8 00 
International Heater Co. ..... — Viking Shear Co. ............- i=) Galvanized Hog Wire, 80 ns 
K Ww Japenned, Bronzed and Galvanized plain wire, 
Kirk-Latty Mfg. Co. ......... 10 Warm Air Furnace Fan Co. .. — lated, = 14x14......40% io eek spuamangeresss : +4 
Mynmte-Ce, cnissseecyscescceen 9 Walworth Run Fdy. Co. ...... 11 Py te ET 2 sth daarces cle F 
Watermann-Waterbury Co..... -- Register . WRIN 
L Western Steel Products Co.... 4 14x14 to 38x42 .........-+-65% oe oo 
Lalance & Grosjean Mfg. Co. 47 Wheeling Corr. Co. .......... 39 RIDGE ROLL ‘ 790, Guarantee per dos. oe 
Lamneck & Co., W. EB. ....... 14 Whitney Metal Tool Co. ..... — Mileor ee tn > 
Langenberg Mfg. Co. ........ — Whitney Mfg. Co., W. A. ...... 45 Galv., Plain Ridge No. No. 116, Brighton perdoz. 48 6¢ 
Lennox Furna a oo case Cc ees wdia ee eeeeeeveeses tO-1O-5% No. 760, Guarantee per dos. 56 6 
MO GI. cwccccccce Williams Hardware Co. ...... 45 No. 740. Bicycle doz. 63 56 
Liberty Foundry Co. ......... — Williamson Heater Co. ...... — o_-, Cent. none Oe in ae wr oon. ry) 
Lupton’s Sons Co., David .... 3 Wise Furmace Co. ............ 6 Globe Finials for Ridge Roll..50% No 32, per dos. 39 06 


seéecatenocsibaas GO ae 
30 ga 6 inch U. C. 
aubedl Bi.tsccthesalilies 10 50 





No. 01—30”, 18 ga. cap....15% 





When writing mention AMERICAN ARTISAN—Thank you! 
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MAIN OFFICE: 826 WN. Boulevard, 
Oak Park, ti. 








The No. 91 Is the Greatest 
General Utility Fire Pot 


The generator is powerful and 
produces intense heat. Will 
quickly heat a pair of twelve 
pound coppers and at same time 
a pot of metal may be melted. 
Top section may be removed 
and base used as a Torch, mak- 
ing it available for innumerable 
uses. 


Your nearest Jubber will 
supply at Factory Price. 


CLAYTON & LAMBERT MFG. CO. 
6281 Beaubien St. © DETROIT, MICH. 








CHICAGO STEEL CORNICE BRAKES 


STANDARD OF THE WORLD | 


by pad pues BEARS p08 At Ore 


a eo oe 


WRITE FOR PARTICULARS 
DREIS & KRUMP MFG. CO., 7404 Loomis Street ,CHICAGO 





Selling Rapidly 
Our Two Latest Lever Punches 


New No. 8 Medium-Capacity, Close- 
Comer Punch. Just out, Punches 
Basier, Deeper Throat, Simpler, Fewer 
Parts, Quicker punch changing—without 
Tools. Upper Lever does net throw 
back to ight Angles. Side 

uge. 18 es. Ca- 
pacity 4% through % Iron, 

No. 4 Tinner’s One-Hand Punch, 


Same construction 
as No. 8 Punch 
above. Length 8% 
inches, Weight 24% 
Ibs. Capacity 4% through 16 gauge iron. 
Ask your Jobber or write us for information 
on our full Lever Punch line. 


W. A. Whitney Mfg. Company 9 225,%=* “3: 








an unusually strong “active” 
wh "Standard tn every lg | 

iron yn cap helta’ in since ond 
fo"12 oe ae 
removed. is a tool you need 


Write for Pexte Guide No. 25 A. 


WHITNEY METAL PUNCHES AND PARTS 


Se ene Oe Ee geet. ga & ink Write 


Complete Pexto Chicago Saws. x, ies of all Kind: 
Phone J. H. Sutherland, Sou icage 7600 “<9 


GREAT LAKES SUPPLY COMPANY 


9342 Ewing Ave. Seuth Chicago, Ill. 


The Double-Duty BRAKE SHEAR 


Always Ready fer Use— 
Rapid—Clean Cutting 


Cuts 20 gauge and 
lighter straight as a 
Power ear 


Simple—Absolutely 
Reliable 


Folds up out of the way 
so brake work can be 
done 


ent yt attach 

- t 

Fits ast for years 
TRY IT TEN DAYS IN 


—~ ys YOUR SHOP BEFORE 
YOU BUY 


DOUBLE-DUTY ELBOW COMPANY 
32 8B So. La Salle Street Aurora, ll. 








WIRE GLASS * pgiished wie Pia, 
FOR SKYLIGHTS 5 


Ate distrButere of Senderg Rodis Sete & Suppitce— 
Batteries & Flashlights 


WILLIAMS HARDWARE COMPANY 
Williams Building, Streator. |iiunois 








C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 
Manufacturers of 

SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED and POL- 
ISHED COPPER, NAILS, SPIKES, RIVETS, CONDUCTOR PIPE, 

EAVES TROUGH, ELBOWS, SHOES, MITRES, CORRU GATED 
COPPER SHEETS, gg COPPE K SHEETS, COPPER WALL 
TILES, COPPER LATH, ET 
Branch Warehouses in New York, Philadelphia, Cincinnati & Chicago 

Member, Copper & Brass Research Association 











Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 


Made of Costs no more 

Keystone Lasts longer 

Copper Bearing Therefore 
Steel Cheapest 


CLARK-SMITH HARDWARE CO. 


- « PEORIA, ILLINOIS 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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Asbestos ‘ 
Gall Mountain Co., Chicago, Tl. 


Asbestos 
Gall Mountain Co., Chicago, Tl. 


Bale Ties. 
American Stee! & Wire Co., 
Chicago, Il. 


Birk-Latty Mfg. 
Cievelant, Ohio 


Drete a Krump Mfe-,G- 


Chicago, Tl. 


Dreis & Krump Mfg. 
Ghivege. mi. 


sociation, 
Bussey & Co., C. 5 


Pittsburgh, Pa. 
Merchant & Evans 


Co., 
Philadelphia, Pa. 


Cans—Garbage. 
Osborn Co., The J. M. & L. 
Cleveland, C) 


Malleable. 
Fanner Mfg. . Cleveland, Okie 


Metal. 
Priedley-Veenenat tan nm. 
Hopson & Co., W. a a 
Milwaukee ouremaian Co., 

swamees, Wis. 
Wheeling 


ting Co. 
heeling, Ww. Va 


Fanner Mfg. yy Ohie 


Parker a — ae 
Rew York, N. ¥. 


Standard Yentintorte, 





Lewisburg, Pa. 
Sturtevant, Boston, Masa 
Iwan Bros., i Ind 


Cleaners—Suction. 
Brown, Wm. R. B a? 
at t. uffalo, N. Y. 

Clinker 
Federal Mfg. Co., 


etroclatio 
ociation, ee New York 
Fictoversn: Pa. 


Friedley-Voshardt Co. 
~ TL 
Milwaukee Corrugating 
Milwnunes, Wis. 


land, Mick. 
Brass Research Ae. 


Cut-Offe—Rain 
Allred Mfg. Co., I 
Milwaukee ting 

liwaukee, Wis. 


Dam 
S. M. Howes Co., 
Charlestown, 
Damper Clips 
8. M. Howes Co., 
Charlestown, Mass. 


Diffuser—Air Duet. 
Aeolus-Dickinson Co., 
Chicago, Ml. 


Doers— Metal. 
David Lupton’s Sons Co., 
Philadelphia, Pa. 


Mass. 


Eaves Trough. 
Barnes Zinc Products a 


fcago, I. 
Co niledelphie, Pa. 
Berger Co., L. D., — 
Philadelphia, Pa. 
Clark-Smith Hardware Co., 
m. 


Lupton’s Sons Co., David, 
Philadel _— Pa. 
Milwaukee Corvageins =e. 


New Jersey Zinc Sales Co., 
New York, ¥. Y. 
Whestise, w. Vi 
mows and ontbeciing, W.Va 


American Rolling Mill Co., 
iddletown, Ohio 


Barnes Zinc Products Co., 
Chicago, Ill. 


Dieckmann Co., Ferdinand, 
Cincinnati, Obio 
poe bas whew o. Berane, Ii. 
upton’s Sons avid, 
iieeentie tl Philadel hia, Pa. 
aukee Corr ° 
az “Silwaukes, Wis. 


Enamei Wire. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Weod Facese—Cold Air. 
American Wood Co., 
outh, Ind. 


Eaglesfield Ventilator Co., 
Indianapolis, Ind. 

Marsh Lumber Co., Dover, Ohio 

Milwaukee Corrugating Co., 
Milwaukes, Wis. 


American Steel & Wire Co., 
Chicago, Il. 


Flue Thimbles. 


Milwaukee Corrugating Co., 
Milwaukee. Wis. 


Furnace Brashes. 


Hardware Specialty Co., 
Fort Wayne, Ind. 


Furnace Cement—Asbestos. 
Connors Paint Mfg. Co., Wm., 


Troy, N. Y¥. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Pecora Paint Co., 
‘Philadelphia, Pa. 


Furnace Rings. 
Independent Register and Mfg. 
Co., Cleveland, Ohio 
Milwaukee Cussequass Co. 
Mi lwaukee, Wis. 
Walworth Run Fdy. Co., 
Cleveland, Ohio 


Furnace Fans. 


Heating Systems & Supply Co., 
icago, Ill. 
Warm Air Furnace Fan Co., The 
Cleveland, Ohio 


Furnaces—Warm Alr. 
American Furnace Co., 


8t. Mo. 
American Foundry & Furnace 
Bloomington, Mil. 
Brillion tron Works, 
Brillion, Wis. 
Chicago Furnace 8u Co., = 
Cleveland Cooperative Stove Co., 
Cleveland, Ohio 
Col-Burn Heater Co., Chicago, Ill. 
Cox Stove Co. Abram, 


Peoria, Til. 
Excelsior Steel Furnace Co., 

Chicago, Ill. 
Floral City Heater Co., 


Fox Furnace Co., 
Gray & Dudley Co., 
oy Tenn. 


Nash 
Heating Systems & Su yee 


Henry Furnace & Fay. Co., 
Cleveland, es 
Hero Furnace Co., Sycamore, IIl. 
Hess-Snyder Co., Massillon, Ohio 
Homer rnace ‘Co., 
Coldwater, Mich. 
N. Y. 


Heater Co., 
Utica, 
Kruse Co., Indianapolis, Ind 
Lamneck Co., W. e 
Columbus, Ohio 


Langenberg Mfg. Co., 

St. Louis, Mo 
Lennox Furnace Co. 
Marshalltown, Ia.; Syracuse, N. ¥. 
Liberty Foundry Co. 

St. Louis, Mo. 
Marshalltown Heater Co., 

Marshalitown, 

May-Fiebeger Furnace C 


0., 
Newark, Ohio 

Meyer Furnace Co., 
Peorta, Ti. 


Monitor Furnace Co., 
Cincinnati, Ohio 
Mt. Vernon Furnace & Mfg. Co., 


e* vernon, Tl. 
Mueller Furnace Go. 
Milwaukee, Wis. 
Oakland Foundry Co. 
Bellevitle 11. 
Foundry Co., 
Indianapolis, Ind. 
Peninsular Stove Co., 
Detroit, Mich. 


International 


Iowa 


Peerless 


Richardson & es Co., 
ew York, N. Y. 


Robinson Furnace . 
Chicago, Ill. 


Rudy Furnace Ce 

Rybolt Heeter Co., pe ebiand, Onic land, Ohio 
Schill Bros. Co., Crestline, Ohio 
Schwab & Sons Co., R. 


J., 
Milwaukee, Wis. 
Security Stove & Mfg. Co., 


Standard F arya ite, Cs. 
a. n 
> nt DeKalb, Il. 


Standard Furnace & Supply 


St. Clair Foundry Corporation, 
Belleville, Ill. 
St. Louis Heating Y -¥9 
St. Louis, Mo, 
Success Heater Mfg. Co, 
Des Moines, Iowa 
Thatcher Co., Snes. In. 
Utica Heater Co. Utica, sed 
Waterman- Waterbury Co. 
Minneapolis Minn. 
Western Steel Products Co., 
Duluth, Minn. 
Akro 


Wise Furnace ne m, Ohio 
Williamson Heater Co., 
Cincinnati, Ohiv 


Mil wauk ting Co., 
wa ee , 
Gitecukes. Wis. 


Glasse— 
David Lupton’s Sons Co. 
Philadelphia, Pa. 
Williams Hardware Co., 
Streator, Ill. 


Hart & Cooley Co., 
New Britain, Conn. 
Independent Register & Mfg. on. 


Tuttie & Bailey Mfg. Co., 
cago, Il. 


"Philadelphia, Pa. 


Eaves Trough. 


Berger Co., L. D., 
eee Pa, 
Hopson & Co., be 
on poawese, Mich. 
Milwaukee Corrugating 
Milwaukes, Wis. 


Berger Bros. Co. 


Fox Furnace Co., Blyria, Ohio 
Gray & Dudley Co., 


Nashville, Tenn. 
Mueller Furnace Co., L. J., 


tor @e Milwaukee, Wis. 

Peninsu ove 

Betrott, Mich. 

Waterman-Waterbury Co. 
Minneapolis, Minn. 


Heaters—School 
Floral City Heater So-- 


P% Monroe, ne 
Hero Furnace _ 
Meyer Furnace Go., oe 


Standard Furnace & Supply . 
Omaha, Neb. 

Waterman-Waterbury Co., 

Minneapolis, Minn. 


Hi 
Berger Co., L. D., 
Philadelphia, Pa. 


Humidifiers 
Nationa! Air Moistener Co. 
Minneapolis, Mipn. 


Clark-Smith Hardware Co., 
Peoria, 


Tl. 
Kitchen Utensils. 
Lalance & Grosjean Mfg. Co., 
cago, Ill. 
Lath— Metal. 
Milwaukee C ting Co., 
lwaukee, Wis. 
Machines—Crimping. 
Bertsch & Co., 
Cambridge City, Ind. 
Machinery—Culvert. 
Bertsch & Co. 
Cambridge City, Ind. 
Machinese—Tinsmiths’. 
Bertsch & Co., 
Chi Bivow x iy. ag 
w Mac 
— Oak Park, m, 


Say you saw it in AMERICAN ARTISAN—Thank you! 


eb. Whitney Metal Tool es 


Krum 

Dreis & D ee oh Co., = 

Great Lakes = 

Marshalitown Mfg. Co., 

Osborn Co., The J. M. & L. a 
Peck, Stow & Wilcox Co., 

Ryerson & Son, Inc., Ji 

Unishear Co., me & New Y¥ 
Whitney Mfg. 


Conp 
, a 
Lh 


. We 
mn 


i 
Metals—Perforated. 
7 Eos & King . -—— 


Miters. 
Friedley-Voshardt Co., 


 ~ Ih. 
Milwaukee ~~ FY Wh 
Miters—Eaves Trough. 
Braden Mfg. ierre Manteo, Iné 
David Lupton’s Sons ~ oe 
Milwaukee Corrugating 


Milwaukee, Wis 
Nalls—Hardened Masonry. 
Parker-Kalon Co., New York, N. ¥ 


Nalis—Siating. 
Hussey & Co., C. G., 


Pittsburgh, Pe 


Natle—Wire. 
American Steel & Wire Co., 
Chicago, 0D) 


fe , meine hy, iio 


Friedley-Vosharadt Co. 
is Chicago, mn). 


Gereck Bros. Mie. &. aa 


amine en 


Paint. 
Connors Paint Mfg. Co., Wm., 


Troy, N. ¥ 
Pe 


Patterns—Furnace & Stove. 
Cleveland Castings Pattere Co. 


Vedder Pattern Wo Quincy, 1) 
. Bw. Y. 


Ohie 

Meyer & Bro. Co., F., Peoria, I! 

Milwaukee Corrugating wes 

Mueller Furnace L. J., wie 

Osborn Co., The J. M. & L. A. 
Cleveland, 


Ohio 
Robinson Furnace Co., m 
Standard Furnace & Supply o,. 


and Fittinge—Stove. 
5 ' I 
ot Purnace Con 
Co., F., Peoria, I 


Meyer & Bro. 
Milwaukee Congas Co., he 


Pipe—Conductor. 
Barnes Zinc Products Co., 


ei. Chicago, 1) 
Berger Bros. 
oe iphia, Pe 
on Co., J., Detroit, Mich 
Sierk- Beith Wav. "Co., Peoria, Il) 
Dieckmann Co., Ferdinand, 
Cincinnati, Obie 
Friedley-Voshardt Co., 
eC Chicago, 11) 
Hussey & Co., C. 
Siteburgh. Pe 
Lapton’s Sons Co., David, = 


Milwaukee Corrugating 


Pipe 
Allred M 
Excelsior 


New York, N. * 
Wheeling Conqaes Co., 
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Seal ‘=... SOLVED! 


ith Set 
4 books 2 


One AT LAST! 


The Sheet Metal Contrac- 
tor’s and Hardware Retailer’s 


BOOKKEEPING PROBLEM 


Here is the only bookkeeping system 

that has every transaction on one page. 
Four books in one, including high grade 
indexed ledger, printed on finest buff ledger 
Th paper. These four books cost you at the rate 
e of only $3.75 a year. This book can be started 
any day in the year. The book will pay for it- 
Faultless self in one month. No other system will show a 
7" separate record for different departments. No 
Bookkeeping System— bookkeeping experience required to keep this sys- 
Paces! He, need 4 by my ao? leads them = 

omplete Income Tax Record. our entire recor 
heetag BY whew et tar for 12 months covering every detail of your business 

ON ONE PACE. 


system known. 
Send Money Order or Check With Order 


SEND AMERICAN ARTISAN 


ORDERS TO 620 SOUTH MICHIGAN AVE., CHICAGO, ILL. 





























This Trade Mark 
is burnt in we 


enamel on each piece 
LETT co 


OMEN who know good 
kitchen ware always look 

for This Trade Mark when 

buying culinary utensils. 


AGATE 
NICKEL-STEEL WARE 


has been the 
standard for over 
forty years. It is 
very handsome in 
appearance, being 
double coated 
with a hard,glassy 
enamel, giving it 
a smooth, highly 
lished surface. 

t is guaranteed 
absolutely pure 
and safe for all 
kinds of culinary 
work. Altogether 
it is the cleanest, 
most durable and 
best ware for fam- 











Pa. 
ampiing 
made 


2 
Fe 
































electrical, rope, barbed, 

plain, nails (bright and 

coated), tacks, spikes. 

bale-ties, hoops, springs, 

netting, wire fences, steel 

posts, steel gates, trolley wire, rail bonds, flat 

wire (strip steel), piano wire, round and odd- 

ped wire, screw stock, concrete reinforcement. 
Aerial Tramways. 

Illustrated Books describing uses, Free 


ily use ever put on the market. 


Our catalog has illustrations and descriptions of prac- 
tieally every article in the culinary and kindred lines. 


Write today for our catalog and prices. 
LALANCE & GROSJEAN MFG. CO. 


American Steel & Wire 
oi erimingsan ingen gt Duis Company 1900 South Clark Street CHICAGO, ILLINOIS 


San Francisco Los Angeles Portland Seattl 
; RTO 
Say you saw i in AMERICAN ARTISAN—Thank you! 
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Cinelcincssniniiiohiditnansdlesidaiietiielabiadal iaitatots 











AMERICAN 


ARTISAN AND HARDWARE RECORD 


May 8&8, 1926 





BUYERS’ DIRECTORY 





Poste—Steel Fence. 
American Steel & Wire Co., 
Chicago, Il. 
Punches. 
Bertsch & Co. 
Cambridge City, Ind. 
Parker-Kalon 


ew York, N. ¥. 
Fock, Stew & Wis Se. 


Whitney Mfg. Co., W. A. 
sentient tates sane _ 
eta 
Rockford, Ill. 


Punches—Combination Bench and 
Hand. 
Parker-Kalon . 

New York, N. ¥ 
Whitney Metal Tool Co., nL 


wine tte Om Et 


Punches—Hanad. 
Whitney Metal Tool Co. m. 


Whitney Mig. Os. ‘W. 4. = 


Connors Paint Mfg. Co., Wm. 


. we F. 
Pecera Paint Co., Pe. 


Quadrants—Damper 
ker- Corp., 
eimeeeronury New York, N. Y. 
Badio—Sets and Supplies. 
Williams Hardware Co., 
Streator, Ill. 


Banges—Combination Gas & Ceal 


American Wood Com 
Catcage Furnace Supply Co. = 
Eaglesfield Ventilator ned, 


Onmio 
Eegisters— Wood. 
American Wood ie” tna. 
Chicage Furnace 8u Co., a 
lesfield Ventilator 
Eag Ina. 


Regulators—Damper. 
Pe TT ie teh 


Bepaire—Stove and Furnace. 
Messier Co., Z. B., = z. 
Co., 


Merthwestern Steve 
m1. 


Ridging. 
American Rolling Mill Co., 
Middletown, Ohio 
David Lupton’s Sons 


Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
er eeeiiwaubes, Wis. 


Kirk-Latty M 
wos Gieveiana, Ohio 


Roasters. 
Lalance & Grosjean M Co., 
cago, Ill. 


Kirk-Latty M 
sus Cieveland, Ohio 
Bertech & Co., : 
Cambridge City, Ind. 
Connors Paint . Co, Wm. 
Troy, i 
Pecora Paint Co., 
Philadeiphia, Pa. 


Roof—Flashing. 
ae, Hw. B., a dedi 
ee ting ° 
waunee Corregitienukes, Wis 


American Rolling Mat = “ 
Cortright Metal Roofing Co: 


Friedley-Voshardt Co. 
Chicago, Ii. 
Inland Steel Co., a 
Merchant & Evans Co., 
seieut Philadelphia, Pa. 
oe hte Wis. 
"he se Grant ci 7 Steel Ww . 
r 
Granite ow. 
Osborn Co., The J. M. & L. A. 
Cleve be 


, Wie corre Sw. ve 


lor Co., N. & G., 
_ Philadelphia, Pa. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Roofing— Zinc. 
New Jersey Zinc Sales Co., The 
New York, N. ¥. 


Rubbish Burners. 


rt & Cooley 
a New” Britain, Conn. 


Specials Chemicals Co., 
™ Highland Park, Il. 
aie — "ay Pattern 
St. Louis Technica! Institute, 
St. Louis, Mo. 
Alr Heating. 
Cleveland, Ohio 
Parker-Kal Corp., 
— . how York, 0. ¥. 
Harrington & Ki Perforating 
ng 
Co., =) Chicago 


Schoole—Warm 
Northern Institute, 


Shears—Hand and Power. 
Double-Duty Elbow Co., Aurora, Ill. 
Marshalitown Mfg. 7 

town, Iowa 


Peck, Stow & Wilcox 

t Conn. 
Ryerson & Son, Inc., J: “~~ 
Unishear Co., The, 
Viking Shear 


Se 


Sheets—Black and Galvanized. 

American Roll Mill Co., 
etown, Ohio 

Davis Co., | A aa Ti. 


Granite Ci orks, 
J ” eg, Granite City, Ti. 
, a ee 


= Corrugating ‘Ce Ww. Va. 


American Mill Co., 


Ohio 
Merchant & Bivans Co., 
Philadelphia, Pa. 


Ill. Heatin —y & Supply Co 
a eating ope y Co., 
icago, 


Davis Co., Chicago, II. 

Granite City ag oks, 
Granite City, Til. 

Merchant & Evans am 


Nationa] Enameling and 
. os City, 
Taylor Co., N. & 


Phitadelphia, Pa. 


Sheete—Zinc. 
new ons ee ‘wi 
‘ork, N. 


aod Meet 


Shingles 
Conteight Metal, Baste S.. Ps. 
ions £:Cy 


Mich. 
Milwaukee Co., 
Wis. 
Wheeling Co., 
, WwW. Va. 
Sal] Mountain Co., Chicago, Il. 


Sifters—Ash. 
Diener Mfg. Co., G. W., 
Chicago, Ii 


¢ Lights. 
hio David sesuile Sons Co., 


ae Pa. 
Milwaukee puree i. wis. 


Ti. 


Peck, Stow & =x Co., 
ington, Conn. 
Chicago Sol Chicago, @ 
5, ae tena Foor, CaICA, 
Milwaukee Corrugating 


aie Wis. 
8S. L. Products Co., 
Council Bluffs, Iowa 


Co., 
um bus, Obto 
Clayton & Lambert Cute. Co. 
Diener Mfg. Co., G. W., . 
Double Blast Mfg. Co., 

North Chicago, IL 
Quick Meal Stove S 
St. Louis, Mo. 
Thermo Gas Furnace Co., 


Chicago, Ti. 

Double-Duty Elbow SS Aurora, Il. 
Special Chemicals 

Park, Iii. 


Diener Mie Co, GW 


Chicago, mu. 
Hessler Co., H. B.. Syracuse, N 


Stars—Hard Iron Cleaning. 
Fanner Mfg. Co., Cleveland, Ohio 


Friedley-Vosharat’ Go. 
Chicago, Ti. 
Gerock Bros. Mfg. Co., 

St. Louis, Mo. 


Amertean fave ht Benbies Co., 
oo 


Conn 


‘Btoves—Camp. 
Quick Meal Stove Co., 
Bt. Louis, Mo. 
Stoves—Gasoline and Oil. 
Quick Meal Stove = 
St. Louis, Mo. 


Reps Heater Co., Clyde, Ohio 
Cleveland KF 
Cox Stove Co., Abram Ohio 
Philadelphia, Pa. 
Gray & Dudley Co., 
Fawn, Tenn. 
Oakland Foundry Co. 
Belleville, Ti, 


Peninsular Stove Co., 
Detroit, Mich. 
Quick Meal Stove Pe Mo 
Thatcher Co., iowa NS z 
American Stee] & Wire = 
Chicago, 1 











Peeora Paint Coe. 
Philadelphia, Ps 
Davis Co. 

» Inc. C, Chicago, 
Granite City Steal Sicni ‘Woske 88 
Senectine Cissenniins Oo. nite City, 
National Raamelize. and Seapine 

Granite City, n 
Oobeva Ce. The Fe ek 
Cleveland, Obie 


Taylor Co., N. & G., 


Pe 
‘Tin—Perforated. 
agen 6 eee re, 
Bertsch & Co., 
Chicago Bibow Machine Go. = 
Drete @ Krump Mis Con” = 
co 


Menon a ca tah 


Hopsor & 
Marshalitown Mfg. Co., at 


ee Ae 
Osborn Co., The o rened. 
Peck, Stow & Wiloss Gen” 

Conn 

myesesn & Sen, Ine, Cee S. 
Unishear Co., The, New Y: 

Gris. Pe 


Whitney Mis. Go. W. 


Whitney Metal Tool 
, 8 Pkt, m 

auei Co, OE Newark, N. J 
Burgess Soldering Furnace Co., 


Obie 

Clayton & Lambert Mie 
a 

Diener Mfs. Co, @. We” 


ee ae ME Ones, m1 


Quick Meal Stove Co., 
St. Louis, Mo 


ee New i Y 
Sheet Steel Trade adios 
Committee, 


Wis 
Roya! Ventilator Pe 
Standard Ventilator Co., ies 
Sturtevant Co., 
Ventilators—Celling. 


Tuttle & Bailey Mfg. Co., 
rte FE 


David L So 
upton’s ee nw 
American Btecl & Wire Co 


Chicago, 1). 


Chicace, m 


American Steel a Wine Ce, 
Chicago, 


Wire 
American Steel & 


Merchant 


Zinc. 
& 
Pa. 
New Jersey Zine Co., 
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WANTS AND SALES 


—————— 

Fer paid yearly subscribers, AMERI- 
CAN ARTISAN AND HARDWARE 
RECORD will insert under this head 





ADVERTISEMENT IN AMERICAN 





ARTISAN AND HARDWARE 
RECORD.” 
SS 

BUSINESS CHANCES 








furnace and sheet 
metal business. Cen Western Illinois 
fast; on Ocean to 


hwy.; water works and sewer just 
completed; big demand f. plumbing and 
; 36 warm air will be 
ve 15 assured. Complete outfit of- 
plumbers’ tools and 
to be bought; business established. - 
ce plum and furnace ex- 


months, . 4 
from St. Louis by river 12 
n 


reasonable 
hours, Chicago 48 hours; not 
carry large stock. People 


, show room 
Wit inves “thot hha dbo aah 
balance six ired. 


, care 
CAN ARTISAN, 620 South Mich- 
igan Avenue, Chicago, Illinois. 16-3t 





For Sale — Combination plumbing and 
tinshop in one of the ay eg towns of 
3,500 population in Co . On paved 
highway to Denver, at the foot of the 
mountains, on the main ben get a d to Den- 
ver mountain parks. Id climate sum- 
A ER lee tee, ‘a 
shop, am ng into e 
business. fast ear was 

, but this shop aver- 
better than $1,000 per month. Plenty 

of work for plumbers and tinners the 
year etound, a poe gg pract- 
cally new. dandy equipment, inc ng 
1928 Ford ton truck. Shop is on main 
business street. Fine location and good 
° unity for a hardware store if de- 
sired. Only one other shop in town. 
Stock, tools and machines will invoice 
about 750. Better act quick if you past 


clean, up-to-date 
ice chan town with paved 
school. Ad- 
dress 7, care AMERICAN ARTISAN, 
p— A eas Michigan Avenue, rete = 7 
no 





For Sale 
in Casper, Wyoming. 
quires attention. 
by May 1. For particulars write Box 150, 
Casper 


, Wyoming. 


For Sale—A well ss ivy 
cated in a thriving 
eral lakes in southern Wisconsin. A gna 
tinner who is a hustler. A 
AMERICAN AR 


dress B-70, care ’ 
620 South Michigan Avenue, Chicago, Illi- 
nois. 17-8t 





-most ef the time. 


BUSINESS CHANCES 


For Sale—A sheet metal shop and fur- 
nace works located in Wisconsin. Lo 
established and location. Selling an 
installing about furnaces per year. Ill 
health reason for selling. ill consider 
property in exchange located in Arkansas 
or southern Missouri. Address B-75, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 17-6t 








For Sale—Old established sheet metal 
and stove repair business, including 8-ft. 
cornice brake, roofing tools, squaring 
shears, etc., used Ford truck, also lad- 
ders. Doing good business. Reason for 
selling, must settle an estate. Address 
B-73, care of AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, —s 





For Sale—Must sell at once; well es- 
tablished sheet metal business and stock, 
coceaing with large hardware com- 

y in adjoining bui ing. Rent on 2,000 
‘eet floor space, tools and fixtures, .00. 
Good reason for selling. Will show profit 
to interested party. Thatcher Furnace 
Aguy. Address Darling & Saxton, Wau- 
pun, isconsin. 17-3t 





For Sale—Sheet meta! shop in north- 
western Iowa. Full set tools. Good 
established business in town of 1500. No 
competition. Fine school facilities. Good 
t tory. Excellent opportunity for a 
tinner and plumber combined. Address 
B-77, care AMERICAN ARTISAN, 620 


South Michigan Avenue, Chicago, = 





For Sale—On account of other interests 
taking all my time, will sell well estab- 
lished” going sheet metal and furnace 
business in prosperous Wisconsin city of 
10,000 population. Liberal terms and full 
co-operation. Address B-65, care 
ICAN ARTISAN, 620 South Mich 
Avenue, Chicago, Illinois. 16-3t 





Wanted—To buy a good clean hardware 
store doing an active business in a town 
of 1,500 or larger. State amount of bus- 


a last ear and the pulse yee 
= say x his ad. Address B- 


69, care AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 17-3t 


HELP WANTED 


WANTED— first class tinners and sky- 
light makers. Plenty of work all the year 
around. Job to sober and competent 
workman at good pay. Also can now use 
a good working foreman who can estimate 

take charge of business when I am 
away. Delightful climate, never warmer 
than 96, cool breezes from the bay or gulf 

State Wire or 


e. 
address, Box 1936, St. Petersburg, va. 











Wanted — Capable mechanic familiar 
with blow-piping and general light and 
light heavy sheet metal work for fac- 
tories. Must be good layout man and 
familiar with power equipment in addi- 
tion to ordinary hand tools. Young man 
capable of developing into shop foreman 
preferred. Open shop condition. Good 
wages and yéar around job. Address 
B-79, care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Tih, oe 





Wanted—A first class sheet metal 
worker; experienced in cafeteria and kit- 
chen equipment. Steady job for com- 
petent man. Address Omaha Fixture 


Co., 1101 Douglas St., Omaha, 
Nebraska.” 163i 





Wanted—At once, tinner that under- 
stands furnace work and al! kinds of job 
work. Steady job the year around for 
right man. ages $40.00 per week. Ad- 


dress J. H. Barnett, Dodge City, = 





Wanted—An all around sheet metal 
worker. Steady work for good man. Ad- 
dress Bartholomew & Co., Michigan 
City, Ind. 19-3t 
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SITUATION WANTED 
~ Situation Wanted—Young man with 16 


years’ experience in plumbing, heati 
tke steady he 


and —— Would 1 job the 
year around with some reliable firm. No 
iob too big and none too small. Have 


owa and inois embers license. Can 
come by June 15th or sooner if neces- 
sary. ease state particulars 
swering as to wages, hours if steady 
work. Get in touch with me at once if 
you want a reliable man. Can read blue 
prints and run a on. Address B-60, 
care AMERICAN AR N, 620 South 
Michigan Avenue, Chicago, ininois. 
16-3t. 


when an- 





Situation Wanted—By tinner and fur- 
nace man who can do plumbing. Twenty 
ears’ experience; cut own patterns. 

ve ha experience with hardware. 
Wages and location not considered; I am 
married and wish steady position. - 
come at once. Would like 
7 pas ~~ a Good man. Ad- 
ress J. xander, 313 Bridge St., 
Crookston, Minnesota. - 16-3t 





Situation Wanted—By a all around 
plumber, tinner and st tter, also good 
on repair work. Am middle age, mar- 
ried and want steady position the year 
around. Am employed at present but 
want to make a change. come on 
short notice. Please state wages. Ad-— 
dress B-71, care AMERICAN TISAN, 
620 South Michigan Avenue, Chicago, IIli- 
nois. 17-3t 





Situation Wanted — By sheet 
worker and furnace man, ahove on Tring. 
Have had woe experience in 


ware store selling farm machinery. 
Prefer western Montana, Idah 
Married, . 





Situation Wanted—By first class tinner 
and furnace man, making a specialty of 
warm air heating. Can lay out bine 
prints, estimate and draft tterns. 12 
yoase experiance. é q 
preferred. tate fu iculars. Ad-— 
dress B-80, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, Ill. 

19-3t 





Situation Wanted—In central western 
States by competent plumber, fitter and 
furnace man. Middle age; have family. 
Have wide experience in the trades. Spent 
several years in some of the e east- 
ern shops. Am strictly temperate. Can 
handle the business in capacity of fore- 
man on a paying basis. Address Box 348, 
Saco, Montana. 17-3t 





Situation Wanted — By a first-class 
sheet metal worker. Am able to lay out 
all kinds of work. Am sober, steady and 
reliable. Kindly state wages and hours 
you work in letter. Address B~-74, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Titinois. 17-3t 





Situation Wanted—By first-class sheet 
metal worker and plumber. Furnace in- 
staller and radiator repairing. All general 
repairing. Would like position where there 
is plenty of work. Address B-68, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, linois. 17-3t 





Wanted—Steady position as plumber; 
also handy on steam or hot.water heat- 
ing. Also good gas engine mechanic. 
Married. Can furnish best of references. 
Address B-76, care AMERICAN ARTI- 
SAN, 620 South Michigan Avenue, Chi- 
cago, Illinois. 18-3t. 





Situation Wanted—By a practical all- 
around sheet metal worker with 25 years’ 
experience. Can lay out own work and 
erect same. State wages. Position must 
be steady. Address B-78, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Mlinois. 18-3t. 


When writing mention AMERICAN ARTISAN—Thonk you! 





TINNERS’ TOOLS 


Wanted—1 pair of No. 742% wide me 
roofing seamers to follow 1% an 

roofing tongs. 1 roofing cleater and B.. 
er No. 997 Bnd wide gauge: 1 No. 542 large 
turner; 1 No. 540 small turner with 1% 
face; 1 No. 550 elbow edging machine 
with 1% face; 1 No. 986 skate ripper, also 
some stakes as follows—No. 949 double 
seaming with 4 heads; No. 958 teakettle 
stake with 4 heads. All tools and ma- 
chines must be in perfect working condi- 
tion. State what you have, its condition 
Address Box 216, mi * -¥ 





and “a 
Illino 





For Sale—Three turning machines, dif- 
ferent sizes; burring machine, bench 
shears, 30-in. fo ro ma- 
chines, grooving machine, two wiring ma- 
chines, setting down machine, machine 
for seaming bottoms, several ‘sizes, one 
bar folder, one pipe folding machine, A 
ter beader and other small tools. 
check for $60 gets them at once. These 
machines have standards. Address B-64, 
eare AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 17-3t 





For Sale—2 forming machines, 2 sheet 
iron folders, 1 bar folding machine, 1 wir- 
ing machine, turning and buring ma- 
chine, 1 30-inch squaring machine, 1 
beader, 1 groover, double seamers, stakes, 
tongs. bench shears, and small tools, set 

lumbing tools, 1 new National cash 
+. ter, cost $275, will sell cheap, used 





18 months. Address Box 251, ‘owden, 
Til. 19-3t 
Wanted — Set of 30-inch squaring 


shears. Must be in good shape ant oo a bar- 


in for cash. Address B-66, care 
fCAN ARTISAN, 620 South i Michigan 
Avenue, Chicago, Illinois. 





For Sale—Complete set of oe on and 
aw Mig, FB ER, PO 
condition sing out tin s 
in tinners’ tools. Write for tice i Al- 
so set of plumber’s tools. - we * 3 
Carrolliton,. Ky. 





For Sale — One Peck-Stow-Wilcox 30” 
square shear in first-class condition and 
priced reasonable. Address B-72, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Mlinois. 17-3t 





For Sale—A complete set of sheet 
metal tools and machines, benches, ropes, 
stock. Cheap if taken at once. Address 
Paul M. Fink, 1924 N. Fairfield Avenue, 
Chicago, Il. 19-3t 





Wanted—To buy a second hand circular 
shear in good condition. Address Johnson 
Heating Co., 3449 South Broadway, Engle- 
wood, Colorado. 18-3t. 


BOOKS 


Order your books now with your re- 
newal to AMERICAN ARTISAN. You 
can save 10 per cent on your total pur- 
chase. Subscription to AMERICAN 
ARTISAN is $3.00 for 2 years. Take ad- 
vantage of this saving also. 











The book, “Home Instruction for Sheet 
Metal Workers,” by William Neubecker, 
and edited by Frank X. Morio, contains 
facts that you want to know and know 
how to use. A practical instruction man- 
ual for the apprentice, mechanic and 
master sheet metal worker, covering the 
course of instruction given students in 
the sheet metal department at the New 
York Trade School. Cutting, forming, 
preparing full-size details from archi- 
tects’ blueprints, developing patterns and 
bending on the brake and setting the 
work together. Chapters on skylight and 
pitched skylights, stationary and mov- 
able louvres, turret sash, gearing, etc. 
400 pages, 684 illustrations, bound in 
cloth, with 15 folding plates bound sepa- 
rately. Price $5.00. Order from the Book 
Department, AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Illinois. 
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SPECIAL NOTICES 
Special Notices — 
want ads—are charged at the 
rate of $3.00 per inch per in- 
sertion. 


PAs 


HUBERT E. 
Bessiater Bidg.. WASHINGTON, D. C- 








FURNACE BUSINESS 


FOR SALE—Established 30 years at 
Grinnell, Iowa. Retail. Death of 
owner cause of selling. Good oppor- 
tunity. Small capital required. Shop, 
garage, dwelling on ground. May be 
rented. Address Lillie M. Griffith, 
Executrix, Grinnell, Iowa: 18-2t. 





WANTED 


1—Power driven circle shear and flanger. 

1—Set power driven forming rolls %” cap. 

1—Any length from 56’ 0” to 8 0 

1—Brake 8'0” capacity “ ‘eauee. 

i1—Hand operated slitting shear, \%” cap. 
All machines must be in a guaranteed con- 

dition. State capacity, and manufacturer's 

name, and place where machines mey be in- 

mpoctes. Address L-62, care AMERICAN 
RTISAN, 620 South Michigan ave, 

ty Tilinois. 15-3t 





RETAIL FURNACE 
SALESMAN 


Experienced in Old House Business with a 
thorough knowledge of heating engineering, 
desires to make a change. Chicago terri- 
tory only. Capable of founding a furnace 
and cabinet heater organization. Address 
L-61, care AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 16-3t 
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SPECIAL NOTICES 


CAN YOU USE THESE 
PIPELESS FURNACE 
GRATINGS 


2- 30x30 Cast Duplex OC 
3- 40x40 Cast Duplex OC 
4- 45x45 Cast Duplex OC 


Best offer takes them 
Write today to— 


JACK STOWELL 


14 SOUTH LA SALLE ST. 
AURORA, ILLINOIS 


WANTED 


At once, experienced representative 
to sell a high class and well known line 
of all kinds of stoves and furnaces in 
western New York. Address L-59, 
care AMERICAN ARTISAN, 620 











South Michigan Avenue, Chicago, 
Illinois. 14-3t 
WANTED 
SALESMANAGER 


Eastern salesmanager wanted Sa large 
Gas Range Manufacturer. Must be - 
tion to do considerable traveling. ‘ae . 
bonus and expenses to right party. Apply 
giving full details. Address L-64, care 
AMERICAN ARTISAN, 620 South Michigan 
Avenue, Chicago, Illinois. 16-1t. 


FOR SALE 


Weatherly’s Furnace and Sheet Metal 
Works in Grand Rapids, Michigan. A 
good opportunity for somebody. Long 
established and a good location. Ill 
health cause of selling. Address C. S. 
Weatherly, 949 Cherry Street, S. E., 
Grand Rapids, Michigan. 14-3t 








train them to Win.—Think of it, to Win 


ized way? We open up 


= pprentice—our 
a quick’ get-away into better 
your lov 
“I have amazed 
J am offered the 
can afford tt.” 

“My Dear W SF 

at ‘apptest person,” 


Write today for full information in 
you check—Do it 
today. Full information is 





LEARN HOW TO MARKET YOUR 
ABILITY MORE SUCCESSFULLY 


Our purpose is to discover—the up-and-coming Men of this Generation. 
have 100% Ambition—who want to do things Big. 


IT IS YOU WE WANT TO TRAIN TO BE A WINNER! 


They pay Race Horse and Base Ball pee $15,000 to $25,000 a year—just to 


WHO IS TRAINING you TO BE A WINNER? 


Why not engage the ST. LOUIS TECHNICAL INSTITUTE to Train you in a Special- 
many highways to market your ability more successfully. 
The St. Louis Technica! Institute delivers the goods express prepaid—therefore use 
the methods of Winners—not next year; but NOW. 


Whether you are a Manufacturer, Contractor, Estimator, Foreman, Me- 
or A Winner—to make 


* writes one Student, “I started 
as Estimator in the Largest Shop in this City “ 
ant eee wrties another Student, “that you give so much for so little money—tha 


torties another 
to have other women look down on me as 


BE AN OUTSTANDING COMMERCIAL SUCCESS 


a Specialized Training in the following Course 
NOW—while you have 100% ambition. 


0 SHEET METAL DESIGN AND PATTERN DRAFTING. 
0 SPECIAL WARM AIR FURNACE HEATING. 

© SHEET METAL CONTRACTING & ESTIMATING. 

O FAN HEATING VENTILATING ENGINEERING. 


ST. LOUIS TECHNICAL INSTITUTE, °- ;<°*"* 4543 Clayton Ave., St. Louis, Mo” 


Men who 


started your Training last February, and now 


“that I am taking this Tratn- 
Tv. 


Date your Future from 








When writing mention AMERICAN ARTISAN—Thank you! 











May 8, 1926 AMERICAN ARTISAN AND HARDWARE RECORD 


Save on Books by Ordering With Your Subscription Renewal 


ES The Universal Sheet Metal Pattern Cutter Vols. 1 and 2 
By Neubecker 

ERE are two books that can’t be beat. They are the most 

practical and useful treatises on the subject. 

Work of all the branches of the trade and the broadest scope 
of details are found—inside and outside work—smal! jobs and 
the ~ complicated are shown, explained and profusely illus- 
trated, 

The first volume deals with all types and kinds of inside 
small and large sheet metal work, 

The second volume of this practical work deals with the more 
advanced branches of sheet metal work, in fact is largely de- 
voted to the architectural end of the business, It consists of 
400 double column pages and is illustrated with 711 engravings 
showing all methods under treatment, as well as perspective 
views of the subjects of the patterns, and other demonstrations 
in their finished state. It includes drawing, full sized detailing 
and lettering. development and construction of sheet metal 
cornices and skylights, leaders, copings, pediments, circular 
work, dormer and bay windows, sheet metal ornamentations, 
electrically illuminated signs, hollow metal windows, frames 
and fire doors, metal roofing, etc. , 

The volumes are bound in heavy cloth and each measures 
9x12 in. Each contains over 380 pages and 680 original draw- 
ings. Price $7.50 each. 


Exhaust and Blow Piping 
By Hayes 
XHAUST and Blow Piping has had an unusually big demand, 
A fresh supply is now off the press and is in our hands for 
immediate delivery. It has an invaluable treatise on the plan- 
ning, cost, estimation and installation of fan piping in all its 
branches giving all necessary guidance in fan work blower and 
separator construction, 159 pages, 5x8. 61 figures, Cloth, $2.00. 
Manual of Automotive Radiator Construction and Repair 
By F. L. Curfman and T. H. Leet 
NYONE interested in Radiator Repairing will find the 185 
pages of practical instructions and the 120 illustrations 
showing actual construction and repairing a big help. In a con- 
densed manner some four to five thousand answers to questions 
are given. It is thoroughly practical as both authors are men 
of wide experience in this work. Printed in large, easy to read 
type. Measures 5% x9 inches. Price $2.50, 


Sheet Metal Duct Construction 
By Neubecker 

A TREATISE on the construction and erection of heating and 
ventilating ducts, including the cutting and forming of the 
metal, the laying out of the elbows etc. A practical expert 
wrote this book and you'll find that it covers the subject thor- 
oughly. By William Neubecker. Bound in cloth, 194 pages, 

217 illustrations, Size 5% x 8\% in. Price $2.00. 

Sheet Metal Workers’ Manual 
NEW book produced by the combined efforts of L. Broemel, 
a practical man, and the late Professor J. S. Daugherty, in- 
structor in Sheet Meta! Work at the Carnegie Institute of Tech- 
nology, Pittsburgh. Pattern drafting is its biggest feature; not 
only tells how to make the pattern, but how to develop it with 
modern machines and tools; gives valuable assistance on sol- 
RKE dering, brazing, welding, crimping, beading, straight, circular 
MANUA and irregular cutting, in fact covers every angle of the trade, 
: Bound in leatherette; 500 pages; more than 400 pen drawings 

and illustrations, Price $2.00. 


Essentials of Sheet Metal Work and Pattern Drafting 
By Professor J. S. Daugherty 

NVALUABLE to the sheet metal worker, contractors and in- 

structor, as well as an elementary and advance course for 
vocational and trade school students and apprentices. Some of 
the subjects covered are pattern cutting, soldering, edging, wir- 
ing, radial line development, pipes, elbows, miters, pitched 
covers and flaring articles, pipe intersections and tee joints, 
181 pages, substantially bound in blue cloth; profuseful illus- 
trated. Price $1.50. 


The Ventilation Handbook 
By Charles L. Hubbard 

PRACTICAL book designed to cover the principles and prac- 

tice of ventilation as applied to furnace heating; ducts, flues 
and dampers for gravity heating; fans and fan work for ven- 
tilation and hot blast heating by means of a comprehensive 
series of questions, answers and very plain descriptions easy to 
understand. Price $2.00. 
Kinks and Labor Savings Methods for Sheet Metal Workers 

Vols. 1 and 2 

OLUME I. There are hundreds of ideas and expedients, all 

contributed by sheet metal workers throughout the country, 
illustrated by cuts and original drawings, Cloth bound. Size 
4% x7 in. Price -$1.00. 

Volume II written in same popular style as Volume I. Places 
at your disposal a comprehensive collection of ingenious ways 
of executing many practical tasks in much more simple way 
than if done in the regulation manner. Also contains special 
articles on Automobile Repairing; gives a very practical series 
of illustrated directions on erecting meta! ceilings with ten 
guide rules which will save time, trouble and expensive mis- #4 

















takes. Price $1.00. 








USE THIS HANDY ORDER BLANK 
AMERICAN ARTISAN, 620 S. Michigan Ave., Chicago, Ill. 

F OR the enclosed $........ -meenend the books ordered and ena 

following subscription (or renewal). NOTE — Deduct 

10% from TOTAL 

EES ot RE Se ae a FO amount of order 

when subscription ts 

OCTET a OT ameenigiemegeiitiemiiiiet included with order 

for books — write 

your mame and ad 


Send me complete book catalog. rl ie ae 2 tae ~—" @rees on margin ot 
. this edvertisoment ¢ 
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PACIFIC OCEAN 


~\O* 





When you start to compare Milcor production of ‘‘footage’’ 
materials with mileage around the world, you become thor- 
oughly impressed with the fact that “Your Trade /.ppre- 
ciates Milcor Quality”. Each year Milcor produces enough 
Eaves Trough, Conductor Pipe and Trimmings to reach 
in an unbroken line, end to end, from Milwaukee to Manila 
(Philippine Islands). Such popularity, growing greater 
every year, emphasizes the confidence of sheet metal men, 
contractors, architects and owners, in the Milcor line. 
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"Oh, Yes! MTL. COPR—’—the Popular Line! 


ee products are known. They 
are accepted as the standard of 
quality. The buyer has the “Oh, yes!” 
attitude when you mention Milcor. 
Sales come easier—satisfaction remains 
—and conviction of true value brings 
repeat business. 
Service, too, is a big factor in Milcor’s 
increasing popularity. Regardless of 


whether you are buying many carloads 
or a small, LCL, emergency order, you 
are assured of speedy service from 
Milcor stock, from the Main Plant or 
any of the Branches. Dhe Milccr or- 
ganization has been built up to main- 
tain service. You can depend on it. 


Consult your Milcor Net Price Book daily. 
Sell the COMPLETE Milcor Line. It pays! 


Milcor Products are now available in Steel, “Coppered Metal”, Pure Zinc, Pure Copper, or in 


Is Yours a Milcor ARMCO 
Ingot Iron Shop? 


Write for Details on the Milcor 
ARMCO Merchandising Plans. 


Ingot y Iron 


MILWAUKEE CORRUGATING COMPANY, Mitwaukxesg, Wis. 
CHICAGO, ILL. KANSAS CITY, MO. LA CROSSE, WIS. 


MILCO 


QUALITY SHEET METAL PRODUCTS 





